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| . Ty LABORATORIES, ——— SAYS TERM COVER 


SHOULD BE MORE 
GETS FINE SEND-OFF tana ges ping om somal GENERALLY IN USE 


Sash nella aries Since 1782 The “Phoenix” has dealt honor- Companies beree peeing Dis- 
Luncheon to — Scientific ably with the public and has always consid- courage & a . " adieuen eciares 
ered the interests of its representatives. 




















CAREER AND EARLY TRAINING WOULD INCREASE COMMISSION 


Representative of Industry Tells How PH CENIX Claims Policyholders Are Discriminated 
Laboratories Improve Insurance- 


Against in Buying Pure Life 
Business Relationships 


Insurance Protection 
Assurance Company, Ltd., 
Dana Pierce, one of the great scien- That far more term insurance, rath- 
tific men of fire insurance, leaves for of London 


er than less, should be sold is the con- 
? = ; i tention of Branson C. Stimmel, a brok- 
Chicago today to assume his new posi- : , 
tion as president of the Underwriters 100 William St., New York er of 56 John Street, New York. Mr. 
Laboratories, Inc. On Friday of last 


Stimmel is devoting a considerable part 
week the Insurance Society of New PHGNIX of his time and energies to disseminat- 
York, which has been extending its ing his theories on the use of term in- 
a ne, ED Seo Indemnity Co an surance. He has prepared a pamphlet, 
tion and to include events of a most mp y 


“The Tapering-Off Principle in Buying 
desirable social nature, acted as host 75 Maiden Lane, New York Life Insurance,” in which he contends 
at a luncheon to him, and some of the 


that the policvholder who wishes to 
most representative men in the insur- Yesterday Today buy pure protection, should not be 
ance fraternity and the world of engin- compelled to accumulate a_ savings 
eering industry were present to pay fund with it. He contends that term 
tribute to the new head of the Labora- 


insurance is generally discouraged by 
tories. SERVICE and BROKERAGE the companies, but that if it were rat- 
Pitcher Presides DEPARTMENT 


ed strictly as pure protection and were 
C. R. Pitcher, president of the In- not discriminated against, policyhold- 
surance Society of New York, was in 


ers would buy term in enormous quan- 
the chair at the Pierce luncheon. CHAS. F. ENDERLY, Manager 


There were only four speakers: O. E tities. Mr. Stimmel calls all insur- 
Schaefer, president of the Westches- 122-126 William Street, New York City ance that has an accumulation feature 
ter Fire, who is a member of the board Be bank gape ae’ = “high- 
of directors of the Underwriters Lab- priced insurance. e also advocates 
oratories; Hart Darlington, manager FIRE—AUTOMOBILE—MARINE higher commission on term business. 
of the Norwich Union, who is _ presi- 

dent of the New York Fire Insurance 
Exchange; A. Cressy Morrison, secre- 


In his pamphlet he says of this sav- 
tary of the International Acetylene As- INSURANCE COMPANY OF sae: donante ae s . 

r Ricci aes 1ere are very few people who can 
ce cr ae :, start a savings account of any given 
derwriters’ caieumedian Inc. meant NORTH AMERICA kind and keep it in that same place 
to the iotecuarding ot Amerton from until they die, without ever having 
fire He “A ft 6 vet be take PHILADELPHIA need at some future time to disturb 
through the main plant Pom Chicago ont those savings. Yet, when you take a 

‘ Sait ‘ life insurance policy of the savings- 
_ its comprehensive and _construc- The Oldest American Fire and Marine bank type, you are putting these sav- 
ot, acc ypc Mlesamee Fa Insurance Company ings where, if you withdraw them 
it is not les aunenh end bd hohe within a certain number of years, you 
expanded through posed ine 1 add will pay a certain forfeit for with- 
ia. He discussed some of no wash drawing them. This forfeit is some- 
done by the late president, W. H. Mer- 1867 1923 times considerable, and in the case of 
rill, who founded the Laboratories, and 


some very prominent companies this 
ens provision runs as long as 14 years, 
ity as a ae an a EQUI : ABI E ‘ IFE There come at intervals to most of us, 
Pierce ig held aoc aioe ” th r t . opportunities when by concentrating 
nity and th t th pte nee f et oe I r e Co all our resources into some ceriain en- 
” e directors felt it prop- nsu anc m an terprise, we can reap great advantage; 
er in view of the latter’s work in th ¢ rt) 
0 i ar é F n e OF 10 A it may be buying a piece of property 
Rg Bh Bg gy ll Ww at a bargain; or buying securities at a 
: . ip te C eye bargain; it may be buying an interest 
Bawmcinded, 7 a oe ce A mpany of Stability and Progress, in a business; it may be in any one 
B. Safet and Liberalit of many forms of sound and legitimate 
Viewpoint of Industrial World opportunity. I am not at all referring 
a. Morrison discussed the Labora- Admitted Insurance in to wild-catting. Such an opportunity, 
hog from the viewpoint of the indus- Dee. 31 Assets Force however, may require stracning ones 
os morta. He said that he had been 1912 ............ $12,431,725.00 $ 67,326,327.00 naps tg to meet the necessary in- 
ontact with the Underwriters Lab- 44,995,738 ™ , 
pai “ad seventeen years and he 1922 ......+..+-. $44,995, $818,132,592.80 Sees Straight Protection Need 
onstantly impressed by the char- The net return paid on funds left with the Company is 4 
acter and relationship existing be- et - — 8 


“The vogue of high-priced life in- 
surance is near its end, and while 
meen the Laboratories and the indus- per cent. ; 


the vill always be a very large and 

i. contact, he said, had been For information regarding agencies cog B pani ey Sa Sov 
mely valuable. He said that if Address: Home Office—Des Moines of policies, yet there is a growing real- 
(Continued on page 22) ization that the main life insurance 
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needs of the insuring public 


ed at the bare cost of furnishing pro 


tection on an actuarially sound basis, 


and without being obliged to maintain 
a savings account in conjunction with 
it. It is not reasonable that men should 
deposit so heavily of their savings in 
a fund which is presumed to remain 
undisturbed until they die and which 
so frequently involves forfeitures if 
disturbed before they die. Savings 
should carry less expense, and should 
be available with less forfeitures, for 
advantageous use when occasion aris- 
es. 

“As to those, 
and who can 
savings, we believe that, having once 
learned the truth about term insur- 
ance, few of them will ever buy any 
other kind. This does not mean that 
you can go out and buy just anything 
that call itself renewable term insur 
ance and get your money’s worth. A 
good deal of the term insurance offered 
for sale is rated at unfavorable prices, 
and term insurance has to be bought 
on good advice. Term insurance should 
be bought on the renewable plan.” 


are thrifty. 
care of their 


then, who 
take good 


In commenting on his pamphlet, Mr. 
Stimmel said to The Eastern Under 
writer: 

Wants Free Market for Term 

*‘T am making no attack on high- 
priced life insurance other than to say 
that the man who can and will save 
and take care of his money can do 


better for himself by carrying his insur- 
ance on the term plan. Most explicit- 
ly IT am not making any reflection on 
the way in which the companies handle 
their trusteeship of the savings en- 
trusted to them. I believe that all the 
good companies handle that trusteeship 
with a fidelity and skill which could 
hardly he improved upon. 

“My crusade is not to interfere in 
any sense with the sale of high-priced 
life insurance, but I do mean to do 
what I can to bring about as free and 
open a market for renewable term in- 
surance as there is for any other kind, 
and we all know that a free and open 
market for renewable term insurance 
does not exist today, and that the com- 
panies are making a determined effort 
to further restrict such market as there 
now is for it. It is this policy on the 
part of the companies which I mean 
to combat.” 

Mr. Stimmel’s views will be regarded 
as radical throughout the business and 
they are published here simply for the 
information of readers of The Eastern 
Underwriter. 





CANADIAN OFFICERS ELECT 





D. E. Kilgour, North American Life, 
Heads Association; To Continue 
Institutional Advertising 
D. E. Kilgour, actuary of the North 
American Life, Toronto, has been elect 
ed president of the Canadian Life In 
surance Officers’ Association, FE. EF. 
Reid, London Life and Charles Ruby, 
Mutual Life of Canada, were made 
vice-presidents and T. A. Dark, Excel- 

sior Life, secretary. 

The association decided at the last 
meeting to continue the institutional 
advertising campaign during the ensu- 
ing year. A committee under FE. E. 
Reid as chairman will continue its 
work on the “Uniform Life Insurance 
Act,” which it is proposed to introduce 
in the provinces. 





W. J. Arnette, who has resigned as 
Chicago manager of the Fidelity Mutual 
Life to hecome vice-president in charge 
of agencies of the Volunteer State Life, 
Chattanooga, Tenn., was formerly with 
the Volunteer State. Mr. Arnette is an 
able agency manager and has many 
friends throughout the country. He 
resigned his Volunteer State connection 
in order to serve in France with the 
army during the war. 


can be 
met only by straight protection, furnish- 


——_ 











| PROSPECTS 


We are giving them to our salesmen at the rate of 





| Eetablished 
1879 





| 40,000 PER YEAR 


We Help Our Salesmen 


BANKERS LIFE COMPANY 


Des Moines 


Geo. Kuhns 
President 

















SUIT OVER CARY ESTATE 
Long Contested Case Over Estate of 
Late General Agent of Northwest- 
ern Mutual at Richmond 





The Virginia Supreme Court of Ap- 
peals has settled a long dispute over 
the estate of nearly a million dollars 
left by T. A. Cary, for many years gen- 
eral agent at Richmond for the North- 
western Mutual Life. In affirming a 
decree of the circuit court of Goochland 
county, it held that one-third of the 
estate claimed by his widow as_ her 
distributive share in lieu of a $100,000 
provision which she renounced should 
be paid out of bequests to benevolences 
and that bequests to his children and 
other relatives should be left intact. 
The bequests to benevolences totalled 
between $500,000 and $600,000 and the 
ruling of the Supreme Court means that 
these will be cut almost in two. Con 
tention of the beneficiaries of the benev- 
olent bequests who included the Sev- 
enth Street Christian Church of Rich- 
mond, the American Christian Mission- 
ary Society, and the Foreign Mission- 
ary Society of Cincinnati, was that the 


entire balance of the estate making up 
the widow’s one-third should contribute 
ratably. Mr. Cary left his two sons and 
two daughters $50,000 each. One of 
the sons is John B. Cary, of Diggs and 
Cary, general agents at Richmond for 
the Penn Mutual. 





SEEK UNITED LIFE CONTROL 

The United Life and Accident of Con- 
cord, N. H., has issued another circu- 
lar calling the attention of stockholders 
of the company to the efforts of persons 
said to represent the North Atlantic Se- 
curities Co., to secure shares of stock 
of the United Life. The United Life 
says that efforts are being made by in- 
terests identified with the Detroit Life 
to get control of the company at the an- 
nual meeting to be held in January. 





TRIBUTE TO JOHN M. RIEHLE 

The members of the John M. Riehle 
agency of the Equitable Society in 
New York, recently rolled up a total of 
109 applications for $1,423,080 business 
and presented it to Mr. Riehle on his 
twenty-seventh anniversary aS a man- 
ager of the Society. 





been increased to 4.8%. 
/ 


address: 


T. LOUIS HANSEN, 
Vice-President 





Home Office: ~ - + 
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| Increased Dividends 


Our 1924 dividend scale represents the greatest 
dividend increase in the history of the Company. 


At the same time the rate of interest allowable on 
sums held by the Company for the credit of policy- 
holders under Dividend and Policy settlements has 


Guardian Agents have the benefit of an unusually 
helpful program of Home Office cooperation and 
service. From furnishing leads on desirable pros- | 
pects to free health examinations for policyholders— | 
nothing is overlooked to give both Agents and 
Policyholders the utmost in genuine service. 


There are opportunities in our field force for men 
who can measure up to them. For information, 


or 





The Guardian Life Insurance 
Company of America 


Established 1860 under the Laws of the State of New York 











GEO. L. HUNT, 
Supt. of Agencies 














50 Union Square, New York 














FRANK J. HAIGHT 


CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 
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SAVING AT CHANGE OF AGE 





Figures Showing Just What Differeng 
Is in Cost Between Rates At 
Age Change 





Once each year, six months after hj; 
birthday, the insurance age of eyery 
man changes. Over night he becomes 
a year older. With the advance in age 
the life insurance premium increases 
The increase in premiums may not hy 
large when a single payment is congjq 
ered, but over the period of the lif. 
insurance contract this difference wij 
amount to quite a significant sum whic) 
every policyholder can save if he ap. 
plies for insurance in time to protec 
his age change. 

The Guardian Life of New York pre. 
pared for the use of its agents the fo] 
lowing table showing the accumulate; 
value, at 5% compound interest, of the 
difference between the rate at a given 
age and the next age, for the expecta. 
tion of life. 

For example, take the case of 4 
client, now age 35, who is about to be. 
come 36. By making application he 
fore the change of his age, the accumn. 
lated value of the difference in pre 
miums which he will save is $64.83 if 
the insurance is taken on the ordinary 
life plan, or $47.39 if it is twenty pay- 
ment life, for each thousand of insur. 
ance. 


Ordinary 20 Payment 
Age Life Life 
15 53.14 43.20 
16 55.34 43.51 
17 55.55 44,80 
18 55.55 43.67 
19 55.55 43.75 
20 55.38 43.67 
21 56.80 44.70 
22 57.72 44,49 
23 55.81 44,23 
24 56.31 42.98 
25 58.70 44.75 
26 58.81 44.28 
Pap 57.62 43.78 
28 60.82 45.36 
29 59.37 44.71 
30 59.75 44.76 
31 62.59 46.19 
32 62.52 46.05 
33 62.21 45.18 
34 64.73 47.80 
35 64.83 47.39 
36 64.64 46.91 
37 63.48 46,94 
38 67.67 49,21 
39 66.75 49.01 
40 66.84 49,24 
41 66.01 49.35 
42 70.03 52.30 
43 69.77 52.57 
44 69.16 52.74 
45 73.67 55.84 
46 73.36 56.55 
47 72.21 57.07 
48 71.97 57.83 
49 76.41 61.66 
50 75.39 62.34 
51 74.30 63.54 
52 73.43 62.53 
53 78.24 67.02 
54 76.80 65.87 
55 75.16 65.12 
56 80.30 69.73 
57 78.74 68.81 
58 76.58 67.29 
59 82.03 72.73 





Patrick FE, Mouton, a special agent 
the New Orleans office of the Missout! 
State Life, has been appointed manage? 
of the branch. 


Walter C. Aldridge, for a number ? 
years in the field for The Prudential ° 
Newark, has been appointed spec 
agent for the Missouri State Life # 
Sioux City, Iowa, 
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iy || Herbert N. Fell Made A Direct-By-Mail Plan 
e 
RY General Agent Here Of Phoenix Mutual 
; FOR MASSACHUSETTS MUTUAL , BEEN IN USE EIGHTEEN YEARS 
Ofice in Pershing Square Building How Company Co-operates With Field 
Opened; Was Formerly a Manager; Men in Securing Prospects By 
on , Long a Large Producer Mail System 
: A WEB 
‘ Herbert N. Fell, for twenty years a D NIEL E STER The Phoenix Mutual Life of Hartford, 
_ prominent life underwriter of New has been using the direct-by-mail meth- 
York City, has been appointed a gen- pe aM geninc Bm Seg ge 
eral agent for the Massachusetts Mut- H Is f ! Fj f clares that this system is i sce ge 
" a fe 4 r 4 « b c a § 
mw his} yal Life. Mr. Fell has been writing e stands ol oratory ce Ive eet ten experiment, but has been developed 
of every , for some years past through incl little le 1 1 practically to an exact system The 
becom | business for s “ars pas inches, a little less than two hundred pounds 
ha the general agency of his brother, T. R. J a P ? P ' pros, has os 4 — method of 
rcrease: | Fell, but he is not new to the field as a of it. “Liberty and Union, now and forever, pee te pe ign oi bas rods 
Y not be anager, for he held such a post with ee : S In us ail ¢ is’ 
3 consit om Mutual Life for about a dozen years. one and inseparable.” Where is he, a school cs ae beg Riri pepe 
the life Mr. Fell is known to the business to- . e ‘ ta reanwi hes y — i cad 
te oe lad learning the rudiments of declamation, ge: uaueaee fae ger: Fie onetoed 
m which . “4° ° . . ‘ , ri ‘ + eae i+ j 
‘we who is not familiar with this eloquent climax a or ie denen gg gl os: 
) protect ’ basis) to members of the efficiency 
. to one of Webster s many speeches on staff, other than managers, whose con- 
‘ork pre patriotism tracts have been in force at least four 
they ? years. These credit points may be ex- 
At . . . she ra 46 wo] 10 ica »j » € jz. 
t, of the Patriotism! If cause necessitates, we to- pero Mipgy Mle Brg BB meee: 
a given e é ‘ p ? Pate ee ele aug _ 
day can make patriotism the main issue of aie ae arene ee eee 
+ our lives. That we have just proved. And =" two dollars per name circular- 
ut to be- : pete: a 
tion he who shall say the influence made upon our ee 
accumn. e DS Ss, A ynose “0 acts a e yee A 
i grandparents by the magical beauty and see emits ee sale a ae 
ordinary wondrous truth of Webster’s words does not same basis as salesmen who have been 
nty pay with the company two years or more. 
of insur. 


‘ayment 





descend to us? But patriotism—it is loyalty 
to country, and all that it means; work, 


Eligibility to the credit point arrange- 
ment is confined as heretofore to mem- 











bers of the efficiency staff in good 
Life e F ‘ ; standing. 
43,20 home, one’s wife and children. Yet, so intri- A maximum of 15,000 credit points 
43.51 P ae ‘a e may be earned within one year. Should 
44.80 HERBERT N. FELL cately woven with. patriotism 1S peace-time representatives coming within this 
43.67 y F classification desire to purchase names 
43.15 day as a large writer of personal busi- loyalty to loved ones that Webster uninten- in addition to those earned on the 
43.67 ness, with a special field in which life 7 i a e - credit point plan, these names will be 
44.70 insurance is used in connection with tionally supplied fine life insurance texts in circularized on the basis of fifteen 
44.49 pension plans for retirement of em- 4 ‘ 6c 4 aa cents per name, which is approximately 
44.23 ployees. He has experienced success his orations. Let our conceptions, he three-fifths of the cost. 
42.98 with this specialty and is recognized ‘a j Judging from the past experience of 
co us a pension expert. boomed, be enlarged to the circle of our most of our representatives who would 
44.2 When nineteen years old Mr. Fell got pe ae ° fall within this classification the credit 
pape a position as stenographer with Charles duties. Death has not surprised us by an point allotment earned on this basis 
45.36 H. Raymond, for many years general ; sit cas c will provide them with an ample num- 
44.71 agent for the Mutual Life in New York. unseasonable blow.” “Their work does not ber of service leads. 
44.76 He was greatly impressed by the life 7 i saad 7 It ia estimated that the amount of 
oo insurance business and determined that perish with them. Human aid and human additional sanekias ome ‘placed at the 
6.05 he would some day be a general agent. ‘ sated dienosal of cur reneesentative s 

sposs presentatives will add 
-— He ws the business constentty -_ solace terminate at the grave.” “Our fathers, <eusumneanale 656.000 to ther tnermin 
poy ee ee : . in 1924: this estimate being based upon 
pee 1895, when he was twenty-three, he from behind . ‘ posterity e . from the present average value of a mailing 
De was appointed a general agent for the oe hundred names. 
46,94 Mutual Life, the youngest general agent the bosom of the future . . all, all con- Hat of ene: am 
49.21 of the company at the time. His terri- 4 5 ‘ . 
a tory was eastern Maryland and eastern jure us to act wisely, and faithfully, in the RULING ON TAKING NOTES 
49.2 Virginia with headquarters at Wilming- ° ° a 6 aess 
49.35 ton. He was general agent in this ter- relation which we sustain. Sir, I know the Will Take Notes Only When They 
52.30 ritory for nine years and during every 7 F Correspond to Manner in Which 
62.51 one of those years he produced more uncertainty of human affairs, but I see, I see Policy Is Written 
52. business in the territory than any three P ‘ 99 
55.84 other companies. clearly, through this day’s business.” And The West Coast Life of San Fran- 
56.55 Came Here in 1904 : , 5" : cisco has made a ruling that in taking 
57.07 Aas te 1904 that be camne 06 Mew this day’s business should be to insure your notes in settlement of premiums, its 
57.83 York City as a general agent for the 2.0 representatives may take only notes 
61.66 Mutual Life. His brother, T. R. Fell, life! that correspond to the manner in which 
62.34 was already a manager for the Mutual the policy is written. If a policy is 
63.54 here, but they operated separate of- written on a quarterly basis, then the 
per fices. It was at the time of the Arm- only note that should be taken is that 
67.02 strong Investigation in 1906 that the for the first quarter. If a policy is writ- 
65.87 Fells withdrew from the Mutual Life. ten on the annual basis, then it is per- 
65.12 Shortly afterward they both made con- missible to take four notes for one- 
69.78 tracts with the Massachusetts Mutual fourth of the annual premium. In such 
68.81 Life. T. R. Fell became a general case the company will require settle- 
ig ina but Herbert N. Fell developed a ment of the annual net from the pro- 
72.4 arge personal business and has contin- ‘ ceeds of collection of the firs ue 
ued to write through his’ brother’s The Prudential notes. 

| agent in agency until his present appointment as 


Controversy and embarrassment may 


re Ah Siete peneees agent. sin Insurance Company of America 
| manager Mr. Fell’s offices are now in the : ph Epwarp D. Durrierp, President 
Pershing Square Building, at 100 East n 

42nd Street. Here a suite of offices 
has been leased on the fourteenth floor, 
de where the office is now doing business. 
dential 0 _ For years Mr. Fell has been produc- 
d age Ing well over a million of business an- 
a Life & nually. An important feature of his 
sales presentation is the certainty of 


(Continued on page 9) 


result if a policy is written on the 
quarterly basis and notes are taken for 
more than the first quarter, the com- 
pany says. The terms of the policy 
contract give thirty-one days’ grace, and 
at the end of the first quarter, if a 
policy is written on the quarterly basis, 
after the expiry of the days of grace, 
the home office records to secure defin- 
iteness require the marking of the case 
as lapsed. 





‘Home Office, Newark, New Jerseuf 


If every wife knew what every widow 
knows every husband would be insured 
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Insurance Program Of 
An Insurance Man 





COVERING ALL EXPOSURES 





Distribution of Program to Meet Per- 
sonal and General Needs; Future 
Additions Too 





man who is in a 
the 
a well life 
gram, may be expected to arrange his 


A life 
position to 


insurance 
know importance of 


arranged insurance pro- 
own insurance along lines to meet all 
general needs and his personal re- 
quirements as. well. A office 
man in the Travelers has arranged his 


following plan: 


home 


insurance on the 

(1) $1,700 
ance. To be 
fund to cover debts, funeral expenses, 


Group Insur 


contingency 


Travelers 
used as a 


unpaid bills, and unfulfilled college 
pledges. 
(2) $1,000 Forty-Year Endowment. 


This policy was bought upon the com- 
pletion of his college course for the 
protection of his mother. He chose 
the forty-year endowment because he 
wished to have a life policy that incor- 
porated a certain amount of savings, 
yet sold for such a reasonable premi- 
um that it would not be burdensome 
to carry during those early years when 
he was getting experience rather than 
cash. The beneficial this 
policy can be changed upon the death 
of the current beneficiary. 

(3) $10,000 Insurance Annuity-65. 
This policy was added at the time of 
his marriage, as, 1st; protection for 
his family, and 2nd; protection for his 
own old age. At the time this policy 
was bought, the beneficiary was given 
an option which she intended to ex- 


ercise, in case of his death, of taking 
the monthly income for life (as shown 


interest on 


in the table in the policy). Under 
this plan if she happened to be 
thirty-five years old when he died, 
she would receive $42.50 a month 
for life; if 45, $48.40 a month; 
if 60, $65.20 a month for life. (This 


is a very good way of having the pro- 
ceeds of a life policy paid. It guar- 
antees the beneficiary an income for 
life; an income which increases as 
both the policyholder and the benefi- 
ciary grow older. Familiarize yourself 
with this plan—and recommend it to 
your policyholders. It is outlined in 
every life policy.) 

(4) $15,000 Insurance 
added after birth 


Annuity-65, 
of second son, for 
same purpose as (3). On buying this 
policy, he had a trust agreement at- 
tached to (3), providing $500 yearly to 
each of his two sons commencing 
when 2ach entered college and con- 
tinuing for four years, in case his 
death occurred before his boys com- 
pleted their educations. The residue 
of (3), increased by (4), which at the 
present age of his beneficiary would 
provide approximately $100 a month 
for life was arranged on the Monthly 
Income for Life Plan as outlined in 
the policy. No. (3) and (4) combined 
will provide $2,500 a year, commenc- 
ing at age 65 and continuing as long 
as he lives, thus assuring him a com- 
fortable income in his old age. Both 
(3) and (4) have the Continuous In- 
stalment rider perpetuating payments 
for lifetime of beneficiary, in case of 
his death after age 65. 

(5) $5,000 Renewable Term, to pro- 
vide an extra income for his widow 
during the childhood of his children. 
Thus, if he should die before his child- 
ren entered college, this policy would 
provide an income which would help 
support the children until they became 


eligible for the $500 a year under the 
Trust Agreement on (3). The reason 
why he selected Five-Year Renewable 
Term was that he considered this a 
temporary contingency, and he wanted 
to cover it at the lowest possible cost, 
and feel free to drop the policy when 
it was no longer needed. 


(6) $2,000 Savings - Insurance Plan. 
The insurance to supplement (2) for 
dis mother, after her death to be 
grouped under (1) to cover special 
contingencies. 


(7) Future Program; Term insur- 
ance or Ordinary Life to cover a mort- 
gage on home which he thinks of build- 
ing; Ordinary Life in case it was a 
first mortgage for a long term; Term, 
if a second mortgage was necessary 
or a short term first mortgage was 
employed. 

Additional Insurance, Annuity-65 as 
increasing standard of living makes it 
evident that $2,500 a year, plus inter- 
est and dividends from other invest- 
ments, will not be sufficient to keep 
him from “stepping” down to a lower 
standard on his retirement. 

Here is a very carefully worked out 
plan of life insurance. It is actually 
in use. 


PLAN MEMBERSHIP CAMPAIGN 





Philadelphia Life Underwriters Con- 
sider Means of Extending Influ- 
ence of Organization 





Leaders in life insurance, managers 
and producers, who write from one to 
three million dollars a year, got to- 
gether at the membership campaign 
luncheon of the Philadelphia Associa- 
tion of Life Underwriters in the Bel- 
levue-Stratford recently. They adopted 
the slogan “A Thousand by Thanksgiv- 
ing,” meaning members, of whom they 
now have 779. 

Everyone engaged in legitimate life 
insurance was invited to become a 
member of the organization, the object 
of which is to envolve better sales 
methods, resulting in greater income, 
with the further object of securing fav- 
orable legislation for policyholders and 
life underwriters. 

John H. Mason, formerly in the in- 
surance business, now chairman of the 
board of directors of the Bank of North 
America and Trust Co., one of the larg- 
est financial institutions in Philadel- 
phia, was one of the speakers who 
urged a general get-together among in- 


~ a 
surance men to make their influeny, 
felt throughout the nation. Other: 
who spoke were Paul Loder, Provide, 
Mutual, and William L. Rice, Equitable 
New York. Frederick G.. Woodwor, 
John Hancock, presided. E. J. Berlet 
Guardian Life, is in charge of the can, 
paign publicity. 





GENERAL AGENTS COOPERATE 

The cooperative spirit manifesteq by 
life underwriters connected with git 
ferent companies was again exemplific; 
at the last meeting of the Philadelphj, 
agency of Guardian Life when a pra¢ti. 
cal sales talk on “income insurance" 
was given by F. L. Hagen, vice-pregj, 
dent of the Leaders Club of the Fidelity 
Mutual Life. E. J. Berlet, agency map. 
ager presided. The discussion which 
followed Mr. Hagen’s talk was partic). 
pated in by J. Ellwood Barrett, M, B. 
Cooper, Ralph De Lucia, George Dop. 
nelly, Edward W. Emmons, I. Samye| 
Goldman, Albert L. Jones, Paul M. Lep. 


‘gel, J. J. Mongan, Irving Strauss and 


M. H. Thornton. 





Wilbert H. Mick will represent the 
Maryland Assurance in eastern New 
Jersey. 
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Building 


Ten Thousand Leads in One Month 


“It is the cooperation which I have had from the Union Central 
and its Officers that binds and ties me to the Company.” 


This is only one of the many expressions 
of appreciation received from our Agents. 
10,000 leads in one month were furnished 
from one circular alone. Such “Teamwork” 
insures success to Union Central Agents. 


For Agency relations write the Home Office. 


The Union Central Life Insurance Company 


Cincinnati, Ohio 
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Finds Higher Return 
From Mortgage Loans 


pXPERIENCE 





OF COMPANIES 





Analysis Over Period Shows Advantage 
of 1.49% Over Stocks and Bonds, 
Says Institute 





Recently a comparative study was 
made of real estate mortgages and se- 
curities aS investments for insurance 
companies by the Institute for Re- 
gearch in Land Economics and Public 
Utilities, of Madison, Wis., of which Dr. 
Richard T. Ely is director. The annual 
reports of over two hundred insurance 
companies were examined covering the 
period 1915-1921. The analysis divides 
the companies into two groups: those 
which increased their investments in 
mortgage loans during the period, and 
those which increased their investments 
in stocks and bonds. A summary of 
the findings follows: 

The analysis shows that those com- 
panies which adhered to the policy of 
increasing their mortgage investments 
were able to increase, very substanti- 
ally, their earnings throughout the pe- 
riod; while those following the oppo- 
site policy decreased their earnings. 
The average advantage of investing in 
mortgages over stocks and bonds is 
149% per annum or practically a 25% 
advantage in favor of mortgage invest- 
ments. Average gross rate on mort- 
gages is 6.1; on stocks and bonds, 4.6. 


This is true for the companies as a. 


whole considered regardless of their 
investment policy, and the earnings of 
those 56 companies which have fol- 
lowed the policy of increasing their in- 
vestment in mortgages definitely reflect 
this advantage. At the beginning of 
the period, this group of companies was 
earning an average of 4.91% on their 
“mean ledger assets” but by the end of 
the period this rate had increased to 
5.27%. “Mean ledger, assets” are an 
average of all items that may properly 
be considered assets, Whether or not 
they are so invested as to earn an in- 
come. They include checking accounts, 
accounts receivable from agents, etc., 
on which no interest is earned, so that 
the income received from investments 
is diluted in the proportion which these 
dead items bear to the total. One ex- 
planation of low earnings by individual 
companies for certain ‘years will prob- 
ably be found to lie in the slow turn- 
over of premium surplus into earning 
investment. 

The Range by Years 

The net rate declined 0.08% for 1916 
and for 1917; advanced 0.16% in 1918; 
dropped 0.09% in 1919; and then climb- 
ed in the succeeding years to a net 
gain of thirty-six hundredths of one per 
cent (0.36%) for the period. The long 
time trend was decidedly upward. The 
income earned upon the stocks and 
bonds held by these companies, for such 
investments as they have made of this 
type, is closely comparable to the rate 
earned by that group of companies 
which increased their investments in 
stocks and bonds. Actually the whole 
range is slightly higher, which may be 
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John Hancock made the signature famous 


by signing the DECLARATION OF INDEPENDENCE 
The Signature has been made a Household Word by the 




















taken to indicate the greater care tak- 
en; by the officials of our “increasing” 
group, not only in selecting their mort- 
gage loans, but their stock and bond 


investments'as well. In 1915 the “in- 
creasing mortgage” group was earning 
an average of 4.77% on their stocks 
and bonds, :and. by 1921 the rate had 
advanced 0.10% to 4.87%. In the same 
period the’second group had increased 
its stock-and bond rate 0.13% per an- 
num, but it had climbed only to 4.79%. 

The average gross rate earned by 
this latter group of companies has been 
plotted. . . It is interesting to note 
that in spite of the increased rate of 
return earned by these companies upon 
their mortgage investments a total of 
136 companies decided against the type 
of investment which earned for them 
the greater amount of money and di- 
verted their funds to other uses. This 
shows an average of 114 companies’ re- 
ports, since the others were too incom- 
plete for use. The “decreasing” group 
earned an average of 6.23% on their 
mortgages in 1915 and 6.33% in 1921, 
an increase of 0.10%; while their aver- 
age rate on stocks and bonds rose only 
from 4.66% to 4.79%. This lower aver- 
age rate is the sort of thing that may 
be expected from stock and bond in- 
vestments, in view of the large num- 
ber of “passed” dividends in any period 
of depression. 

How Savings Affected Investments 

The companies which followed the 
policy of increasing their stock and 
bond investments (decreasing mort- 
gages) had an average of 53.9% of 
their investments in the form of mort- 
gage loans in 1915 but this decreased 
to 42.6 per cent at the end of the per- 
iod. Almost the reverse of this situ- 
ation is true in regard to the compa- 
nies which followed the policy of in- 


creasing their mortgage investments. 
In 1915 they had 43.9 per cent in 


mortgages, but had increased the pro- 
portion to 54.5% by 1921. That they 
have been wise in following this policy 
is clearly indicated. 

For three years there was a definite 
and direct relationship between the 
changes in mortgage loans of the “de- 
creasing” group and the rate of return 
on such loans. . . Officials of these 
companies, who look with disfavor on 








Office for information. 
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MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 


Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 
of a Billion insurance in force. Faithfully serving insurers 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


A few agency openings for the right men. | 











mortgages, dropped out of the mort- 
gage market with each successive de- 
cline in the mortgage interest rate, dur- 
ing 1915, 1916, and 1917, until about 
half their funds were in this form. By 
this time a definite policy against such 
loans must have been formulated, for 
on the temporary upward swing in the 
mortgage rate for 1918, they showed 
no interest in the market. Having once 
set the precedent, even the sharp ad- 
vance in rates on their own holdings 
(5.95 in 1918; 6.12 in 1920; and 6.33 
in 1921) was not sufficient to induce 
them to seek further commitments in 
the field of mortgage loans. By 1921 
only two-fifths (42.6%) of their holdings 
were mortgages. 

The definite tendency shown . 
to increase average mortgage loans per 
company, in: spite of the fact that a 
very much smaller number of compa- 
nies at present follow this policy, is a 
clear indication that the officials of 
the largest and strongest insurance 
companies are awake to the fact that 
the type of asset which is most prof- 
itable to them in the long run is the 
mortgage loan. 

As a class, the insurance companies 
are recognizing the growing importance 
of a type of investment which yields 
them a maximum income, regardless of 
the control of industry which may have 
formerly played an important part in 
their selections. 

Such maximum returns are only pos- 
sible when safety of principal is found 
in the same security with the large 
yield, and the evidence of all the mate- 
rial which has been examined in this 
study is in favor of the mortgage loan 
as the one in which this most desirable 
combination is to be secured. 

It should not be understood that this 
is a recommendation that all the assets 
of insurance companies be invested in 
real estate mortgages. 





PAYS EXTRA DIVIDEND 

The Indianapolis Life has apportion- 
ed an extra dividend to policyholders of 
20% of the regular dividend beginning 
with participating policies dated No- 
vember 15. The company’s experience 
as to mortality, lapse and interest earn- 
ings has been very favorable. 


Opposes Building 
Loan Insurance 


—_——- 


WHERE COMBINATION FAILED 





Missouri Association Finds Plan Lacks 
Appeal to Borrower; Means 
Division of Energy 





The plan of combining life insurance 
with loans to members is not advis- 
able for building and loan associations, 
according to E. E. Levens, secretary 
of the Farm and Home Savings and 
Loan Association, Nevada, Mo. In an 
article in the “American Building As- 


sociation News” for October, he said 
that his association gave the plan a 
two year tryout and then discontinued 
it. He said that the reasons for do- 


ing sO were so many that he would 
recite only the most salient. They 
were: 

A. Under the statutes of our state 
a corporation must confine its busi- 
ness to the “powers” given it in its 


charter and the articles of incorpora- 
tion governing it. Therefore, we were 
compelled to have two organizations 
to handle the combination. 

B. The public was skeptical. Most 
of us must have a dearly bought ex- 
perience not to underrate the intelli- 
gence of the public. We could easily 
see that many were afraid of the safe- 
ty of the Farm and Home because 
of its branching into another line of 
endeavor. 

C. The plan did not seem to appeal 
to the borrower. 

D. It retarded our progress by di- 
viding our energy, and even though 
the insurance combination was a pay- 
ing project, it was not an asset build- 
er. 

“However, we can 
the suggestion to 
he carry life 


see no harm in 
the borrower that 
insurance equal to the 
amount of his loan in some reliable 
life insurance company; but no one 
connected with a savings and loan as- 
sociation should act as agent for a life 
insurance company,” said Mr. Levens. 





FORM FIRM AT SYRACUSE 
Herrick & Churchell, Aetna Life Man- 
agers Have Charge of Thirteen 
Up-State Counties 
G. Russel Churchell, for 12 years 
with the Aetna Life Insurance Com- 
pany, during the last four as city man- 
ager, became associated recently with 
O. B. Herrick, as Herrick & Churchell, 
general managers of the Aetna’s busi- 
ness in Central New York. The office 
does an annual business of $6,000,000. 
Mr. Churchell succeeds Friend L. Wells 
who left to join Kendrick A. Luther at 
the home office of the company in 
Hartford, Conn., as assistant superin- 

tendent of agencies. 

In his new position Mr. Churchell will 
have direct supervision over the work 
of the company in 13 counties in Cen- 
tral and Northern New York. 





tives. 


Independence Square 





THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it renders 
to its members and to its field representa- 


Back of your independence it is ready to 
stand as an economic bulwark. 


The Penn Mutual Life Insurance Co. 


Philadelphia 
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The gift that builds most goodwill. 


This Christmas Give Them Insurance! 


ITH no greater cost than that of the Christmas basket or the traditional turkey, 
an employer can give employees a lasting gift—Life Insurance. It will mean 
much more to the men—and to the employer, in increased teamwork—than 
any passing remembrance. 73.80 of the 2,000 employees of the Public Ser- 

vice Company of Northern Illinois chose it above all other company gifts. It’s a unique 





gift—one that cannot be duplicated. And its effect will not be gone in a week—or a year. 
Many concerns rate group insurance as more than a gift—as a profit-paying investment. 
Why not show employers how to turn this Christmas into one of double goodwill and 
profit both to themselves and their employees? 


A Plan All Ready For You 


Christmas is nearly here. But, The Travelers, which has 
planned Christmas Group Insurance for hundreds of industrial and 
business leaders, has a plan all worked out to fit every business. It | 
includes high grade Christmas cards to mail to employees announe- 
ing the insurance plan, or cards to insert in the Christmas Pay En- | 
velope. The details are ready for you. No obligation—write or wire 
at once. 


T HE TRAVELERS 


INSURANCE COMPANY HARTFORD, CONNECTICUT 
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° Plan Used ed of the same value as the employee the sums accumulated as shown be 
le Pension h G t S of some years standing. This is wrong, low: 
wo reat Suc@ess he says. It is conducive to that drift- At age 30 682 | T | 
cS Wit - ing from job to job so common in Am- At posi 35 $ 1520 LLINOIS IFEINSURANCE l 
: INTUT svar erica to an instability that in the ag- At age 40 2528 ae 
pEFERRED ANNUITY SYSTEM gregate is a frightful waste. It is an At <a 45 3760 ” ay 
a ; ; injustice not only to the faithful work- At age 60 5260 
abert N. Fell Developed Highly  ¢y put to the drifter himself for it per- ‘At po 55 7080 
Specialized Field; Details of mits him to continue his careless hab- At age 60 9300 
Selling Proposition its without making it plain to him that At age 65 12000 





the life insurance-pension plan that 
nat has been used with great success 
Herbert N. Fell, who has just been 


p . 
pointed a general agent for the 
assachusetts Mutual Life in New 
york makes use of the deferred an- 
; Mr. Fell 


biity as a savings device. 
ys installed his system in thousands 
+ firms and corporations throughout 
‘a country. ' 
“this plan may be written without 
buy option except the life income to 
win at a certain age like 60 or 65, or 
, may give the holder the privilege 
¢ loans or cash at any time from the 
nd of the first year onward. Each 
jan has merit. 
Deferred annuities may be purchas- 
jin whatever manner best suits the 
epositor. Tor example, if the young 
nan at age 25 should obtain a contract 
» provide $100 a month or $1,200 a 
ear from age 65, calling for deposits 
{ $10.12 a month for 40 years, and 
should wish to stop this saving after 
ye. year, the insurance company 
would give him a paid up contract for 
nefortieth or for $30 a year for life, 
peginning at age 65. 
Qn the other hand, one may have a 
contract calling for only one deposit 
and receive from age 65 an income of 
0 a year for life. The contract 
would provide that not less than the 
amount deposited, besides dividends, 
would be returned in case of death. 
these contracts may be _ purchased 
year after year, each at a slightly in- 
ceased single deposit. 
Pension Plans vs. Wills 

Mr. Fell offers his plan as a means 
of increasing the interest of the em- 
ployee and of holding him in the ser- 
vice. He claims that the common sys- 
fms of insurance and pensions are 
wong because they can be rescinded by 
avote of the management, leaving the 
employee with nothing to show for 
the better service he may have given 
on account of being promised these 
benefits at the end of his job. He com- 
pares the methods in vogue to a 
wealthy man who tells an employee that 
le has set aside a certain sum for him 
nhis will After receiving the ser- 
vice of this employee, which is more 
‘ficient on account of the monetary 
mneouragement held over him, he sud 
lenly revokes the will. 
We have developed salesmanship un- 
ll it has become a national menace. 
Some merchants search the city over to 
ind those to whom they can extend 
(edit. They know the weakness of 
‘omen for nretty things. They know 
the temptation to buy and have the 
hing charged. The automobile deal- 
sells pleasure cars on the install- 
nent plan, ete., ete. 
Salary or wage should be paid in 
‘wo kinds of currency—‘‘Money saved” 
ail “Money to spend.” Ask any 
Worker who has saved $500 how he 
values it ag compared with $5,000 that 
- has spent. The $500 saved is worth 
“@ more. Therefore since it is readi- 
i admitted that money saved is worth 
an times as Much as money spent 
‘fl it must be worth five times as 
much as “money to spend,” and em- 
‘lovers should take this fact into con- 
‘ideration. 
“we employers have a false stand- 
__ Sauging the employee, Mr. Fell 
mig In some branches of industry 
ua, number of employees who 
acon sy dismissed or have to be re- 
pt 8 from three to five per cent 

onth, yet the raw recruit is put on 
* same wage basis and is consider- 





there is a penalty to shiftlessness. 

The human inventory will awaken 
the employer to a fuller realization of 
the real asset he has in his human 
stock, make him study it more, and 
make him show his appreciation of the 
worthy to a larger degree. 


Thrift-Preaching 


There has been a good deal of thrift- 
preaching in this country during the 
past decade, and that is all very well 
so far as it goes—it does good certain- 
ly, in stimulating individuals to sav- 
ing. But what we seem to need most 
right now is easier ways to practice 
thrift. This job of saving money needs 
organizing. It must be made available 
and easy for the tens of thousands of 
people earning salaries and wages in 
factories, shops, stores and offices. To 
make it practical one must make it 
automatic, so that there would be none 
ot this weekly struggling between de- 
sire and conscience. If thrift could be 
put on a ball-bearing, self-lubricating, 
non-vibrating basis, it ought to be na- 
tural and effective, and in time almost 
universal. 


= 
Presenting the Proposition 

Mr. Fell presents his proposition in 
this way: 

Do you realize that $10.12 deposited 
in a savings bank at age 25 and repeat- 
ed each year thereafter until age 65 
would then give you $1,000 in cash or 
an income of $100 a year for the re- 
mainder of life? 

Suppose you should conclude to de- 
posit $10.12 each month? What would 
happen then? At age 65 you would 
have $12,000 paid you in cash or an 
income of $100 a month for the remain- 
der of your life no matter if you lived 
to be twice ag old as Chauncey M. De- 
pew. 

You human unless 


are a liability 


you do something like this and have 


How would it appeal to you if your 
boss should offer to put up $5 every 
month against your five. If you should 
remain in his employ until age 65 he 
would hardly be hardhearted enough 
to throw you out and still it isn't like- 
ly that he would be able to let you 
stop work and pay you $100 a month 
for the remainder of your life. 

In the first place he wouldn’t know 
how long you might live and in the 
second place with an assured income 
of $100 every month and no more hard 
work you would be likely to live twice 
as long as the man who has to keep 


on working and worrying about his 
future. 
“Forty years to labor” is long 


enough for any red blooded American 
whether he begins at age 25, 20 or 15. 
If he and his employer joined forces 
and each put up $5 a month he would 


have the twelve thousand just the 
same although the hundred a month 
for life would have to be eut down 


somewhat if the income is to begin be- 
fore 65. 





SUES TO RECOVER POLICIES 

The Business Men’s Assurance Com 
pany, of Kansas City, Mo., has filed suit 
in the district court of Denver, Colo- 
rado, to force the return and cancella- 
tion of three life policies, issued in 
favor of John J. Armstrong, a civil en- 
gineer who died March, 1928, the suit 
directed against his widow, Ethel C. 


Armstrong. The policies aggregate 
$10,000. 
In bringing the suit, the company 


claimed that Armstrong in making his 
application certified that he was in per 
fect health, when as a matter of fact 
he was suffering from a serious heart 
malady; and that he also failed to state 
that he had been refused insurance by 
another company, because of the heart 
ailment. 





to develop and hold their business. 


John Barker, Vice-President 


Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
GEORGE H. TUCKER, President 
This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 


Has always rendered the highest grade of service to its policyholders. 
Has always extended reasonable assistance and encouragement to its representatives 


Its policy contracts give to each individual insurer full protection, safeguarding, at 
the same time, the interest of all its policyholders. 


Frederic H. Rhodes, Vice-President 


GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 
































GENERAL AGENCY IN UNOCCUPIED TERRITORY 


States of the Middle West that are feeding the world today are 
rich in opportunity for men of General Agency calibre. 
Liberal Contracts direct with the Home Office 
L. J. Dougherty, Secretary and General Manager 


GUARANTY LIFE INSURANCE COMPANY 


Davenport, lowa 


HOME LIFE 


INSURANCE CO. 


NEW YORK 


WM. A. MARSHALL, 
President 





The 63rd Annuaj Report shows: 


Premiums received during the 
WU. cc ocedeacneceadnwal 308 335 
Payments to Policyholders anG 
their beneficiaries in Death 
Claims, Endowments, Dividends, 
ee wiacemmandea ka 5,400,7@ 
Amount added to the Insurance 
err ee 762 
Net interest Income from Invest- 
ee een rere meer 2,110,922 


required te maintain the reserve) 
Actual mortality experience 52.87% 

of the amount expected. 
Insurance in Force............... $232,163,082 
Admitted Assets ................ 46,253,718 





For Agency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 



































next birthday. 


and are up-to-date in every respect. 


are guaranteed by State Endorsement. 


BASIL S. WALSH, President 





HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to 60 years 


INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue 


ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 


A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO 
MAN WHO LOVES HIS FAMILY 


THE 








P. J. CUNNINGHAM, Vice-President 


Build Your Own Business 
under our direct general agency contrac! 
Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
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Under the clever cap 
The Under tion of “The Under 
Insured Are Insured Are Uninform 
Uninformed ed,” the Western and 
Southern Life of Cin 


cinnati says: Canvass and educate. 
The custom of making provision for the 
future is as old as nature. It’s instinct. 
The ant is one of its best known ex- 
ponents. You’ve seen a dog bury a 
bone. There’s a lesson in it. Nature 
abounds in such examples. 

Man has long known the necessity of 
providing during the time of plenty 
against the time of need; of making 
hay while the sun shines. Perhaps the 


most outstanding example of looking 
ahead is handed down to us from the 
days of Joseph and Pharaoh. We are 


al) familiar with the story of the build- 
ing of huge granaries to store the sur 
plus crops cf the fat years in order to 
provide for the lean years to follow. 

Other days, other methods. Life in- 
surance is the modern method. 

The idea of life insurance is not new, 
but only in recent times has it come to 
be recognized as a necessity. At first 
it was generally regarded as a means 
of meeting the expenses incidental to 
burial. Hence the term “burial asso 
ciation.” In the minds of many the 
idea still persists, and right here is 
provided a fertile field for the life in 
surance salesman of today. 

The man who carries a few hundred 
dollars protection (?) has not been edu 
cated as to the value and scope of life 
insurance and of such men there are 
many on every debit. There are many 
such men who are not insured at all. 
What a limitless opportunity for the 
canvasser! 

The modern business man has grasp 


ed the idea of how life insurance fune 
tions. He enlarges his undertakings 
in proportion to the increased scale 


which the credit and protection created 
by life insurance permits him to 
operate. He makes life insurance 
work for him. In the same proportion 
the man of lesser means is benefited 
by life insurance. His castles in the 
air take concrete form if built on a solid 
foundation of life insurance. The own- 
ership of his home, the reasonable en- 
joyment of the luxuries of life, the edu- 
eation of his children, security from 
poverty in old age, these are the 
dreams which life insurance makes 
true and our most urgent duty is to 
educate the many who have not realized 
this fact. Canvass. 

+ +. + 


Discussing the great 

Programs advantage in using 
Make AnEasy the modern idea of 
Approach the insurance _ pro- 
gram as a means of 


reopening the subject of life insurance 
to the prospect, the Manhattan Life 
Suys: 

Program insurance which is so much 
the vogue at the present time is one of 
the most practical developments which 
the life insurance business has ever 
seen. Once upon a time a man who 
took out one policy thought he was do- 
ing all that was necessary. Then if he 
added to this amount once or twice, he 
was sure he was more than filling the 
bill. Then came income insurance and 
a man was taught that while it was 
all right to have some lump sum insur- 
ance, he needed to provide a definite 
income over a term of years for his 
dependents in order to properly execute 
his obligations to the future generation. 

Yow with definite insurance programs 
being prepared and sold, the prospect 
is always in a receptive mood to. in- 
crease his insurance if he has the 
money to do so. There is the business 
policy protecting his business, and the 
inheritance tax feature, as well as the 


educational policies, devised to help his 
children through college. It is the style 
now to leave’ bequests to ch@frities in a 
life insurance policy or else tied up with 
life insurance in some way, and that is 
where the cooperation of the banking 
institutions with the life insurance com- 
panies is being particularly shown at 
the present time. 

Just because the agent presents a 
definite program, does not mean that 
the prospect will buy all of this insur- 
ance at the present time. He may find 
this impossible but it generally does 
mean that the prospect will take out 
more insurance at first than he would 
be inclined to do if he was merely soli- 


cited for a lump sum. policy or even 


for an income contract. 
What is more, the program plan al- 


ways: furnishes a reason for the agent 


to return later without having to fur- 
nish any excuse for so doing and it 
chains the man’s interest in aiding him 
to complete the program which he 
hopes some day to accomplish. 

The idea that a man once sold should 
be left alone for several years, thereby 
giving agents of other companies an 
opportunity to insure him, has passed 


away. That is the reason that all com- 
panies insist upon keeping in touch 
with the old policyholders and _ the 


agents who neglect to do this have no- 
hody but themselves to blame for their 
lack of success in increasing the con- 
tracts of present policyholders. 

. * * * 


The Missouri State 
Life recommends 
the following ap- 
proach for group 
business which has 
been used with success by some of its 
ugents: 

“Suppose you were to tell all your 
employees that you propose to continue 
the salary of any employee who dies 
while in your service to his family for 
a period of one whole year after his 
death. Take the case of a man earn- 
ing $35 per week. You agree to pay 
his wife or his family that same $35 a 


What To Say 
On Making 
Group Approach 


week for one whole year after his 
death. They have a period of one 
year, without a sudden cessation of 


their income, within which they can 
make proper adjustment in their living 
conditions to face the future, when 
they can no longer be dependent upon 
the breadwinner who has died. 

“Wouldn’t you like to make an offer 
like that to your employees? Wouldn’t 
the vast majority of them be very 
grateful to you, and don’t you agree 
that the arrangement would help cre- 
ate a splendid spirit of cooperation and 
loyalty on the part of your employees 
toward you? 

“We can enable you to make just 
such an offer to your employees at a 
cost that will not add 1% to your pay- 
roll.” 

We have found that a presentation 
along these lines does in most cases 
interest the employer intensely, and 
gives you an opportunity to go into 
further detail in explanation of the 
group plan. 

Let the employer know that from 
your life insurance experience you are 
confident that 20% or 25% of his em- 
ployees cannot obtain life insurance, 
as individuals, at any cost because of 
physical impairments, and, further, that 
the experience of companies writing 
Group Insurance proves that in about 
40% of the claims paid under group 
policies the group insurance protection 
is the only insurance the deceased em- 
ployees had. In other words, either 
through physical inability, or perhaps 
financial disability, just sheer neglect, 
no matter what the cause may be—a 
majority of his employees when they 








die will leave their families without 
any protection unless they are pro- 
tected by Group Insurance. 

The employer, as a business man, 
certainly believes in life insurance pro- 
tection for himself and his fdmily. If 
so, he must equally believe in it as a 
necessity for every one of his employes. 

Firms like the Westinghouse Electric, 
all the Federal Reserve banks, many 
large railroads, all of them institutions 
that have given serious and deliberate 
consideration to their employment and 
personnel problems have seen the ad- 
visability of providing Group Insurance 
protection for their employes and their 
families. They look upon their ex- 
penditures for Group Insurance as a 
dividend-paying investment in human- 
ity, because they feel that this life in- 
surance protection afforded by their 
group policies does have such a tre- 
mendous effect for the betterment of 
the conditions of their employes and 
their families that it must win the 
gratitude of every sane employe. 
Group Insurance has proven itself a 
very powerful means of bringing em- 
ployers and employes closer together, 
to a better understanding of one an- 
other’s problems—at a cost ridiculously 
low as compared with the results ob- 
tained. 











—for in this city, the factory outpy 
alone is over $100,000,000 per year 
Your opportunity is unlimited, but yo 
must be a big man to swing it, 


You must be a big personal produce 
and a good organizer of men. You my 
have a high social position, and at legs 
$25,000 in assets. You must be able 
earn at least $12,000 per year, 


That is the man required—worthy , 
our 100% co-operation in finding gy 
closing business and the support of ; 
company with a low percentage of x, 
jections, high ratio of assets to liabj}j 
ties, and policies having new selling 
features and settlement provisions, yy: 
yet issued by any other company, 


Picture the business you can build fy 
yourself, with such strong. assistan 
and in such a prosperous city. Yoy 
contract (direct with the home office) 
will call for a liberal first year com. 
mission, a renewal commission, a (i). 
lection fee, an office allowance and; 
business-development allowance. 


Show us what you can do! Addres 
“JACKSON,” c/o this paper. 


Note: We also have an unusually 
attractive, special contract for gooi 
salesmen whose experience is limited 





NEW MANAGER IN ALBANY 

The Guardian Life of America an- 
nounces the appointment of E. C. Davis, 
Jr., aS manager of its Albany agency. 
Mr. Davis succeeds F. W. Devereux, 
who has resigned to enter the mercan- 
tile field. Mr. Davis is a young man of 
wide experience and has been a large 
producer. He is secretary-treasurer of 
the Capitol City Life Underwriters As- 
sociation. 





Edward A. Norton, who has been 
many years in the service of the John 
Hancock Mutual Life, has been made 
agency cashier at Worcester. — — 














MASSACHUSETTS MUTUAL 


LIFE INSURANCE COMPANY | 
of Springfield, Massachusetts 
Incorporated in 1851 





Unexcelled policy contracts, efficient life insurance service, and a | 
net cost that is notably low—these are three of the reasons why the | 
name Massachusetts Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have ever been its loyal 
friends and its enthusiastic advertisers. 





JOSEPH C. BEHAN, Superintendent of Agencies 




















THE EUREKA LIFE INSURANCE COMPANY 
BALTIMORE, MARYLAND 
Incorporated 1882 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 


J. C. MAGINNIS, President 
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INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.08, 
with premiums payable annually, semi-annually or quarterly, 
ni 


and 
INDUSTRIAL Policies from $12.59 to $1,000.00, with premiums payable weekly. 


TS | 
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JONN @. WALEER, President 
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HYDE-CROCKER CORRESPONDENCE 
RELATIVE TO MISSOURI SITUATION 





The following exchange of letters be- 
tween President Walton L. Crocker, of 
the John Hancock Mutual Life, and 
Commissioner Hyde, of Missouri, grow- 
ing out of the attempt of Hyde to pre- 
vent Massachusetts companies from 
having their licenses to do business in 
Missouri renewed, will interest the fra- 
ternity. Commissioner Hyde wrote this 
letter to Mr. Crocker under date of 
November 23: 

Dear Sir: 

We have received several letters from the life 
insurance companies of Massachusetts in regard 
to my notice of November 2nd, 1923, in which 
you were notified that I would refuse to license 
jnsurance Companies organized under the laws of 
Massachusetts at the expiration of the present 
license period. 

Your attention is directed to Section 6343, Re- 
vised Statutes of Missouri, 1919, the same being 
what is commonly known as the retaliatory law 
of Missouri, reading as follows: 

“Whenever the laws of any other State of 
the United States or of any foreign country 
shall require of or impose upon companies not 
organized under the laws of such State or 
country any further or greater licenses, fees, 
taxes, deposits or securities, statements or cer- 
tificates of authority, or require any other 
duties or acts or inflict any greater fines or 
penalties than are by the laws of Missouri 
imposed or inflicted upon or required of com 
panies not organized under the laws of this 
State, then it shall be the duty of the Super- 
intendent of the Insurance Department of this 
State to require from every company of such 
other State or country transacting, or seeking 
to transact, the business of insurance in this 
State, the payment of all licenses, fees, taxes, 
fines or penalties, and the making of all de- 
posits, Or securities, and statements and the 
doing of all acts which, by the laws of the 
State or country in which said company was 
ereanized, are in excess of the licenses, fees, 
taxes, deposits, statements, fines, penalties, 
acts or duties required by the laws of this 
State of companies of other States.” 

Under the provisions of this section, it be- 
comes the mandatory duty of the Superintendent 
of Insurance to refuse licenses to all insurance 
companies of any state which inflict penalties, 
or require duties or acts of Missouri insurance 
companies in excess of those required by the 
laws of Missouri of the companies of such other 
state. It is therefore my mandatory duty under 
Section 6343 to refuse to license or relicense all 
insurance companies of the State of Massachu- 
setts, that state having refused to license the 
insurance companies of this State. This duty 

is mandatory, and the courts have held that I 
must take the steps prscribed by said section 
whenever the laws of another state prescribe 
penalties or duties or acts more onerous than 
are prescribed by the laws of this State. 

The law of Missouri provides the kind and 
character of securities in which life insurance 
companies may invest their funds. It does not 
permit the investment of funds in industrial 
stocks and bonds. Your company, according to 
your last statement, does not meet the require- 
ments of the Missouri law on investments unless 
the doctrine of comity is recognized. 

The Missouri Insurance Department has I 
am sure, done everything in its power to help 
the State of Massachusetts and the Massachu- 
setts Companies in arriving at a solution whereby 
the Missouri insurance carrier would enjoy the 
same rights in Massachusetts as Massachusetts 
enjoys in Missouri. The facts are, however, 
that the Massachusetts companies and_ their 
agents have year after year, in one way or an- 
other, been able to exclude some of our well 
managed, financially sound Missouri carriers 
from Massachusetts. 

The reciprocal insurance carriers are not a 
new or untried form of insurance;—they are 
licensed at this time in thirty-seven states and 
the District of Columbia. 

Connecticut, Delaware, South Carolina, Louisi- 
ana, Washington, Arizona and the District of 
Columbia have similar laws to those of Massa- 
chusetts with no specific reciprocal law and could 
have on the same technical reasons given by 


Massachusetts, refused to license the reciprocal 


carriers of Missouri, had they seen fit. 

Massachusetts being the only State today 
where the license of reciprocal exchanges stand 
refused. That the Reciprocal Exchange having 
been refused a license by the Massachusetts De- 
partment, is a financially sound, well managed 
insurance carrier, is unquestioned by your De- 
partment. 

The Massachusetts life insurance companies 
have enjoyed the privilege of doing business in 
Missouri for years under the law of comity and 
we feel that they should admit their obligations 
for the courtesies received and see that well 
managed, financially sound Missouri institutions 
have the same fair treatment in Massachusetts 
that Massachusetts companies have in Missouri. 
The equity in the present situation would seem 
clear to any fair minded citizen, and frankly, I 
cannot see how the Massachusetts companies 
justify to themselves the position they have 
taken in excluding from Massachusetts reputa- 
ble insurance carriers of other states. Certainly 
they will not be able continuously to close the 
door to Massachusetts and at the same time 
go out into the other states to secure business. 
To me it seems a logical conclusion that the 
general public, when they are acquainted with 
the facts, will hesitate to deal with institutions 
who have shown the spirit of unfairness man- 
ifested by the Massachusetts companies and their 
agents towards the insurance carriers of other 
states. 1 

Very tru ours, 
‘ BEN C. HYDE, 
Superintendent of Insurance. 
Mr. Crocker to Mr. Hyde 

Mr. Crocker’s answer to Mr. Hyde 
follows: 
Dear Sir: 

The reecipt of your two letters of the 22nd 
and 23rd inst. is acknowledged. 

The points upon which we are alleged to be 
in non-compliance with the law are none too 
clearly set forth, and we are yet unable to_un- 
derstand why we are to be excluded from Mis- 
souri. Of course it is true that if the people of 
Missouri do not want any Massachusetts Com- 
pany to operate within the borders of their 
State, it goes without saying their will is sover- 


eign. But that has not yet been shown to be 
their will. 
Without argument as to the correctness of 


your statements of law and the legality of your 
propesed acts, both of which we deny, permit 
me to call attention to certain points on which 
you are in error, as well as one on which you 
may lack information. 

You state: “It is therefore my mandatory 
duty, under Section 6343, to refuse to license or 
relicense all insurance companies of the State of 
Massachusetts, that state having refused to li- 
cense the insurance companies of this state.” 

How can that statement be reconciled with 
the fact that two Missouri Casualty Companies, 
viz., the American Automobile Insurance Com- 
pany of St. Louis and the Employers Indemnity 
Corporation of Kansas City with two Missouri 
Fire Companies, viz., the American Central In- 
surance Company of St. Louis and the Citizens 
Insurance Company are now lawfully operating 
here? Does that look as if Massachusetts re- 
fused to recognize Missouri Insurance Compa- 
nies? No! And, so far as we know, no Mis- 
souri-incorporated insurance company vhas ever 
been denied license here on its application there- 


for. 

All that the Massachusetts Insurance Commis- 
sioner has done in the present instance 1s to 
rule that Massachusetts laws do not permit him 
to license an unincorporated association of indi- 
viduals known as the Reciprocal Exchange. 

Of course it must be known to you that the 
laws of Missouri do not permit Reciprocals to 
transact life insurance, and that, so far as life 
insurance is concerned, Massachusetts and Mis- 
souri are alike in their laws as to Reciprocals. 

Permit me also to call to your attention that 
Massachusetts investment laws relate only to her 
domestic companies, and foreign companies have 
only to comply with the laws of their parent 
States. The law of Missouri as to investments 
of life insurance companies is similar to that 
of Massachusetts, in that it. provides for the 
kind and character of securities in which its 
domestic life insurance companies may invest 
funds which requirements do not apply to for- 
eign life insurance companies. Your statement 





Pan-American Life Insurance Company 
NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 





Net Admitted Assets, December 31, 1922.........$11,151,543.82 
Paid For Insurance in Force December 31, 1922.. 90,759,;578.00 











The Pan-American writes a complete line of Accident and Health 
policies which are modern and up-to-date in every respect. Our Sub- 
standard Department has broadened our already excellent service to 
our agency organization. We wish to establish ten new general agen- 
cies. If you are interested, write to us. 


Address: E. G. SIMMONS, Vice-President and General Mgr. 
NEW ORLEANS, U. 8. A. 














PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 


President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 








that: ‘The law of Missouri provides the kind 
and character of securities in which life insur- 
ance companies may invest their funds’ is not 
correct, if you mean by it that the Missouri 
law has the same requirements for investments 
for domestic and foreign companies. The John 
Hancock Company has strictly complied with all 
requirements of both Massachusetts and Missouri 
as to its investments and deposits. 

And further, I feel it is quite within the 
grounds of courtesy and propriety at this time 
to refer to the final paragraph of your letter of 
the 23rd in which some reflection is made on the 
alleged unfairness of the Massachusetts Compa- 
nies and their Agents towards insurance carriers 
of other States. 

I have no right to speak for any company but 
the one of which I am the executive head. 
Speaking from that standpoint, however, I feel 
that the Missouri Reciprocal which has started 
this trouble has not been fair, at least to the 
life insurance companies of this State and their 
policyholders and agents in Missouri. ‘This has 
led the Insurance Department into an unfair 
attitude toward the Life Companies 
their hurt and damage. 


As a matter of history, the attempts to pass 
a measure admitting Reciprocal or Inter-insur- 
ance Exchange to do business in this Common 
wealth, had not come to the attention of the 
life companies of Massachusetts until very re 
cently as an issue in which it was proper or 
necessary for them to take any interest what 
ever; and, so far as I know, no representative 
of the Reciprocals had ever undertaken to inter- 


also, to 


est the life-insurance interests here on the 
broad basis of a generous relation between 
States. I think, had this been done, there 


might have been a better understanding of that 
phase of the question. As it was, life companies 
certainly were in blissful ignorance of the atti- 
tude of the Insurance Department of Missouri 
and the Reciprocal interests, or that those of 
Missouri entertained the opinion of unfairness 
in the attitude of the other local companies here; 
and this remained so until we were suddenly 
summoned before you last April to explain why 
we should not be deprived of our licenses. 

Ve were duly represented at the hearings 
which were held before you at that time, as a 
result of which, the state of feeling in Missouri 
being ascertained, this Company for one realized 
that the correct thing to do would be to take 
whatever measures could be taken properly and 
lawfully to heal the impending breach and in 
fact various good offices were undertaken toward 
that end. 

Bear in mind this was our first chance to be 
of any service and that our Legislature had, 
long since, put up the bar to new legislation for 
the 1923 session. Nothing could be done until 
1924, 

Vice-President Cox, being in Kansas City on 
October 20th last, called by appointment on 
Mr. Howell of the complainant Reciprocal, to 
discuss this very matter and there and then 
informed him of our sympathetic attitude and of 
our belief that effective measures could be taken 
to present the matter formally at the coming 
session of the Massachusetts Legislature. He 
was, figuratively speaking, thrown out. Mr. 
Howell refused to give any chance for action. 
Your notice of intention not to renew our li- 
cense followed on November 2nd. Thus the 
Life Companies were cut off from undertaking, 
in a proper manner, to see if they could not 
reconcile the sentiment in this community to 


the point of a complete adjustment of the dif- 
ferences and difficulties hitherto existing. 

When you talk of unfairness, would it not be 
well to think this point over a little? 

It does not appear to me that you could be 
conversant with that state of facts, for else it 
appears that you would have left the way open 
for the Life Companies to act—they having been, 
for the first time, apprised of the importance of 
the issue in eyes of Missouri Executives—and so 
to give the affair a proper chance which it now 
appears it never had been given before. 

Of course we could pledge no company save 
our own; we could not pledge a single member 
of the Legislature, nor a single member of the 
Executive Department of our State—that, if 
course, we did not undertake to do; but we 
certainly offered to do all we could, properly 
and lawfully, with the help and collaboration of 
others in Massachusetts so far as that could be 
secured, to rectify a situation which, it had 
transpired, had come to be regarded as an in- 
justice toward a sister State. 

Very truly yours, 
WALTON L, CROCKER, 
President. 


(Signed) 





BANKERS LIFE GAINS 

The Bankers Life of Des Moines 
shows a gain of twenty-three in the 
number of its salesmen in the $200,000 
paid for class for the first ten months 
of 1923 as compared with the first ten 
months of 1922. The total of the $200,- 
000 class for the first ten months of this 
year is 114, and for the corresponding 
period last year the number was 91. 

The seven leaders on paid-for busi- 
ness to November 1 are as follows: 
R. M. Waldron, District of Columbia, 
$622,000; W. A. Hinshaw, Iowa, $605,- 
000; H. C. Walburn, West Virginia, 
$567,000; Robert Mercer, Illinois, $540,- 
000: B. T. Childress, Texas, $502,000; 
F. J. Thorberg, Wisconsin, $461,000; 
P. W. Root, Texas, $416,000. 

H. N. FELL MADE MANAGER 
(Continued from page 3) 

life insurance in accumulating an es- 
tate, as compared with all other forms 
of saving. He took out his first policy 
on his own life at twenty. By age 
twenty-four he was carrying $100,000 
insurance. In those days $100,000 life 
insurance was considered heavy insur- 
ance and he was the subject of an ar- 
ticle in the Mutual Life publication, as 
was each one of its policyholders who 
carried $100,000. 





Charles K. Haddon, of Haddonfield, 


N. J., has been elected a director of 
the Philadelphia Life, succeeding the 


late George Bodenstein. 











The policyholder also finds it easy to understand that his particular | 
purpose in taking the policy will be definitely carried out. 


These policies are thus admirabl e 
gramme—for the protection of the policyholder’s family or of his own 
old age, through income—for the education of his children—for the pro- 
tection of his business or of his estate—for the cancellation of a mort- 


gage or other debts. 





Provident Mutual 


Life Insurance Company 
of Philadelphia | 


PENNSYLVANIA 
FOUNDED 1865 


The new policy contracts of the Provident Mutual make it easy for 
an agent to fit a policy to a definite need of his policyholder. 





adapted to an Insurance Pro- | 
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A necessity to insurance companies, bond houses, realtors, banks, municipal authorities, 
corporations and civil engineers. Has been highly endorsed by universities, members of 
the actuarial profession, realtors and leading bankers. 


FINANCIAL ENCYCLOPEDIA 


by 
PIERRE ZALDARI 


Special Lecturer at the College of the City of New York. Author of 
‘“‘Annuities and Amortization Tables,”’ ““Trade Acceptance Discount 
Tables,” “Parities of Foreign Exchange,” etc., ete. 


With an introductory note by: 


Professor Frederick B. Robinson, Ph. D., Dean of the School of 
Business and Civic Administration, The College of the City of 


New York. 


The solution of all financial problems, involving compound interest and discount, annui- 
ties and present worth of an annuity, amortization and sinking fund investments, parities 
and yields and the like may only be obtained )y two processes. The first requires as a basis 
a command of the theory and use of logarit 1ms. The other process is furnished by the 
very practical and simple method given by th s book. 


500 PAGES OF TABLES 


Every rate from 4% up by 1/10, 1% and 1/6% for direct solutions, and 1043 intermediary 
rates from 1/100% to 11% for solutions by interpolation. 240 periods for direct solu- 
tions and any number of periods by interpolation. 


All calculations may be made for annual, semi-annual, quarterly, monthly and weekly peri- 
ods if desired, also from 3.65% per annum up calculations may be made for daily periods. 


Tables:—Compound interest, 1043 powers of 1.0001, Compound discount, amortization, 
periods required to accumulate a sinking fund of 100, Sinking funds, Periodical invest- 
ment, Present value of an annuity, Annual effective rate compounded monthly and daily, 
Multiples of capital, Logarithms, of (1+i) to ten decimal places, charts of amortization. 


Chapters—Compound interest and discount. Annuities and Amortization. Financing. 
Arithmetical and Geometrical charts. Parities and Yields. Financial terms. Problems. 


Each table has an introductory note giving the solution of its four fundamental problems. 


Contains the only complete tables for Compound interest and discount, annuities, amor- 
tization, sinking funds, etc. 


Contains a complete description of every known method of financing. 


Solves all problems on compound interest and discount which are the basis of all finan- 
cial transactions. 


Solves all financial problems for any rate of interest and for any number of periods of 
time, annually, semi-annually, quarterly, monthly and weekly if desired. 


Explains a practical method of comparison of different classes of bonds to find the most 
advantageous investment, with the effective rate of interest as basis. 


It shows the method of obtaining the exact yield on investments for any rate of interest 
and for any number of periods of time, not only for bonds redeemable at par as the yield 


books show, but also for bonds redeemable at a premium or with prizes and also bonds 
redeemable by drawings. 


Shows the method of constructing the charts for loans arithmetical as well as geometrical. 

This is the book you need every business day. 

Limited edition 1000 copies numbered 

600 pages 814 x 11 Full morocco binding 
Price $50.00 net. 


Descriptive circular on request. 
The Eastern Underwriter 86 Fulton Street, New York 
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Endorse Community 
Trusts for Bequests 


y0 OTHER WAY SO EFFECTIVE 








pr. F. P. Keppel and Joseph N. Babcock 
Give Endorsements to The Eastern 
Underwriter 

The security and effectiveness of life 
insurance trusts in handling bequests, 
cannot be secured to the same extent in 
any other way, is the opinion of Joseph 
N, Babcock, vice-president of the Equit- 
able Trust Co., expressed in a state- 
ment given to The Eastern Under- 
writer. Mr. Babcock says: 

“The leaders among life insurance 
men and the more _ forward-looking 
trust companies are increasingly recog- 
nizing and emphasizing the fact that 
those professions are rather supplemen- 
tary than competitive. There is a par- 
ticularly attractive opportunity for mut- 
wally advantageous cooperation in this 
matter of gifts or bequests for public 
purposes. The building up of such re- 
sources through the agency of insur- 
ance companies, the subsequent admin- 
istration of them by trust companies, 
and the expenditure of income under 
the supervision of the Community 
Trust, offers to an intending donor a 
degree of specialization and of safety 
that, in my opinion, can be secured in 
no other way.” 

The Medium of the Future 

Dr. Frederick P. Keppel, director of 
the Carnegie Foundation, former assist- 
ant secretary of the War Department 
and director of foreign operations of 
the American Red Cross, who made an 
address before the recent convention of 
the National Association of Life Under- 
writers at Chicago on public giving, has 
also prepared for The Eastern Under- 
writer a statement on the use of life 
insurance in connection with bequests, 
which is reproduced below. Among 
other recent endorsements on this sub- 
ject given especially to The Eastern Un- 
derwriter, is that of Ralph Hayes, di- 
rector of the New York Community 
Trust. In his statement Dr. Keppel 
says: 

“For the citizen who recognizes the 
privilege of giving and who’ would 
rather have the object of his bequest 
determined by experts than depend 
upon his own personal ideas—and the 
number of such citizens is already large 
and steadily increasing—we have today 
anew social agency which is best ex- 
emplified in the Cleveland Foundation, 
where a group of responsible citizens 
stand ready to care for such funds as 
they may receive and distribute the 
principal or interest to the best advan- 
lage of the community. 

“Our men, and our women too, now- 
wlays like to make a decision and then 
have the details of carrying it out come 
ip automatically. To use a homely ex- 
pression, we see no point in biting off 
a dog’s tail joint by joint. Insurance 
hables every man to make a good siz- 
able gift. If he were to give the 
‘mount of his premium to an institu- 
lion, it would be like throwing pebbles 
‘nto a pond, one pebble a year. Even 
we are not there to hear it, the 
splash of a good-sized rock seems more 
worth while to us, and by the same 
loken it is much more likely to be of 
lermanent usefulness to the object we 
Wish to help, since small annual gifts 
ire frittered away in incidental ex- 
benses, and the owner can stipulate 
a sizable one shall go into produc: 
ve endowment. Such a plan fits in 
bi a new social agency which is, | 
tink, destined to be of great import- 
rm in the interest of wise giving and 
“ise spending—the so-called Commun- 
ly Trust.” 





a L. Works has been appointed state 
a ie of the Lincoln National Life 
o Arizona, 


Ph with headquarters at 
ont succeeding Walter Seavey, 
bo died recently, 


Pension Plans As 
Employee Benefits 


HOW BRITISH METHODS DIFFER 








Employers Pension Plans Common in 
Great Britain; Here Life Insur- 
ance Meets Same Need 





The recognition of a moral obligation 
on the part of employers to provide 
some sort of benefit for employees who 
have devoted years to serving the em- 
ployer, is one of the features of modern 
business and although there are all 


manner of schemes to effect this end, 
the most popular with both employers 
and employees in this country and the 
most commonly adopted, is some plan 
that includes a life insurance feature. 
Pension plans wholly within the or- 
ganization itself, made up only of con- 
tributions by employer or employees or 
both, are in use, but they do not com- 
pare in number with those that are 
wholly or in large part life insurance 
provided by a regular life insurance 
company. Today the outstanding form 
in this country is group insurance, 
which is reaching enormous propor- 
tions. 

In Great Britain, some form of inter- 
nal pension plan is still the most com- 
mon way to meet the employers obliga- 
tion and group insurance, although av- 
ailable, has not made the headway that 
it has in this country. A discussion of 
the various methods of providing em- 
ployees’ benefits from the British view- 
point is contained in a book by Harold 
Dougharty, F. C. I. S., “Pension, Endow- 
ment, Life Assurance and Other 
Schemes for Employees,” published by 
Isaac Pitman & Sons. 


Favors “Money Value” Systems 

The “money value” system is favored 
by Mr. Dougharty against all others, and 
he points out the advantages of using 
the facilities of a life insurance com- 
pany in conjunction with any plan. The 
possibilities of profit from the increas- 
ing value of the investments of the fund 
are waived when the obligations are 
passed over to an insurance company, 
but the safety gained easily makes up 
for that, as the fund is as likely to suf- 
fer depreciation as increase and the 
wide distribution of risk of the com- 
pany makes its guarantee dependable. 

The book contains several model 
p'ans, with illustrations of the actuari- 
al requirements. In discussing the use 
of life insurance in connection with 
pension plans. Mr. Dougharty says: 

“Considerable prominence has been 
given during recent years to schemes 
to provide life assurance to the em- 
ployes of firms, either on a contributory 
basis or as a gift from the employers. 

“Such schemes are somewhat less 
costly than a pension scheme, and 
where an endowment at a given age is 
coupled to the life assurance benefit, 
they can be made exceedingly attrac- 
tive. 

Relieves Firm of Obligation 

“With such a scheme a firm is re- 
lieved of any obligation to make an 
allowance to the representatives of a 
deceased employee, and the endowment 
benefit offers an incentive to remain 
with the firm. 

“This endowment benefit may, of 
course, be utilized in purchasing an an- 
nuity and thus securing a pension, but 
usually it will be found that a given 
contribution will purchase a less pen- 
sion under a life endowment policy 
scheme than under one or other of the 
various pension schemes already de- 
scribed. 

“It may be explained that an endow- 
ment assurance policy is a combination 
of a temporary assurance, payable if 
death occurs before a selected age, with 
an endowment for a like amount if that 
age is survived. Again, a double en- 
dowment assurance policy is one under 
which the endowment benefit is double 
that payable at earlier death, 


a 


THIS YEAR 


New England Mutual Life Insurance Company 
of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 





Eightieth Business Year 


1923 








“Hither of these forms of policy is 
readily adapted to a staff life assurance 
scheme, and a complete illustration of 
such a scheme is given below. 

“Some little ingenuity is required in 
fixing the basis which shall govern the 
amount of the assurance to be carried 
upon any particular life, and this basis 
is generally made dependent upon sal- 
ary, and sometimes back service is 
brought into consideration. 

“It is desirable to give some prefer- 
ence to the men with moderate salaries 
as against the higher paid men, and a 
good plan is to base the amount of the 
policy to be effected on the life of an 
employee on a formula which consists 
of a multiple of the salary of such 
employee, plus a constant amount. 





In discussing the modern 


Covering method of selling life in 
All the surance to cover definite 
Exposures contingencies, E. H. C. 


Kemper, representative of 
The Prudential at St. Paul, says: 

It is most important in selling life 
insurance that we fit the contract to the 
needs of the prospect. There should be 
sufficient lump-sum insurance to cover 
burial and other expenses, but a large 
balance should be on the monthly- 
income basis, to cover the monthly 
rental or monthly payments on a whole 
and such other monthly bills as are 
likely to accumulate. When a man 
leaves his protection on the monthly- 
income plan he need not worry as to 


Sentenmunnmnemenennitaaaet 
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row those left behind will invest the 
funds, for they are already invested 
for the benefit of the beneficiary. In 
other words, under the monthly-income 
plan you make The Prudential your 
silent partner, to step into your shoes 
it you become permanently and totally 
disabled or when death calls you. 

With practically no exception, house- 
hold expenses are taken care of on a 
monthly basis. Monthly-income _pro- 
tection meets these expenses as they 
have been accustomed to be met, and 
it also provides a fund to educate the 
children. 

It is possible to interest a prospect 
in a larger amount under the monthly- 
income plan than under any other form 
of protection, and proportionately it 
does not cost a cent more than other 
forms. If I had just two minutes to 
ipstruct a new agent, I would boil my 
directions down to this: Learn enough 
about The Prudential and its contracts 
to be able to make an interesting pres- 
entation to your prospect, especially 
keeping in mind the pay-envelope pro- 
tection as afforded by the monthly- 
income plan. 





R. F. TULL AN OFFICER 
R. F. Tull, for the past ten years 
manager of the department of issue of 
the Fidelity Mutual Life, has been 
elected an assistant secretary of the 
company. Mr. Tull has been connected 
with the company since 1902. 








Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was 
the first American legal reserve life insurance company to 
pay cash dividends. For more than seventy-five years it has 
consistently made dividend returns to policyholders, and, 
except for an occasional slight decrease in schedule, has 
maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders 


$30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% 
(according to plan and age), and it has set aside for 1923 
dividends to policyholders $32,832,839, equalling about 34% 
of the amount of 1922 premium receipts. 





For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York City 
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CUT RATES 


Just how much of a lure is there in 
an advertisement of a cut rate in auto- 
mobile or in sprinkler leakage insur- 
Are property and automobile 
cwners as keen for “bargains” as are 
the women shoppers who devour the 
department store ads? 

The 
York, 
daily 


ance? 


Co., of New 

advertisement 
offering a 20% re- 
car rates. At the 
same time, the following card has been 


Insurance 
an 


Vulcan 

inserted in 
newspapers 
motor 


duction in 


hanging in its window in Fulton 
Street for sometime: 
“Save 20% on your insurance prem- 


iums by insuring in the Vulcan Insur- 
ance Co., 94 Fulton Street. 

“We issuing 
20% than companies, with 
of the Insurance Department 
of the State of New York, ete.” 


are policies at a rate 


less other 


sanction 


A representative of The Eastern Un- 
derwriter has upon several occasions 
the past week walked to the 
offices of the Vulcan, wondering if po- 
lice had been called out to 
keep back the mob of insurance shop- 
pers looking to save money on their 
premiums. The place was as placid 
as a sunny, breathless day at sea. At 
10 o’clock on Wednesday morning there 
wasn’t a single person in the office ex- 
cept the Vulcan’s staff. The visible 
clerks seemed bored as no customers or 
brokers clamored to be waited upon. 
The visiting mail man needed no as- 
sistance in carrying his load. 

What is the answer? It is not prob- 
able that any of the fire insurance 
charts were scrutinized by the insur- 
ance buyers in order to learn that the 
Vulcan had a total income in 1922 of 
less than $100,000. A more correct 
surmise would be that the public has 
formed the habit from experience of 
buying insurance from agents and 
brokers in whom it has confidence and 
not from companies direct; that it 
very rarely sees a cut-rate insurance 
ad, and upon such occasions reads 


these offers with an elevation of the 
eyebrow. 


during 


reserves 


a &-.- 


LIFE INSURANCE AT ITS BEST 
At Rochester, N. Y., a church has 


insured its minister for $100,000. The 
minister was not a divine who had 
gained eminence through years of ser- 
vice to the church so that the $100,000 
represented a gift, or an expression of 
its cumulative appreciation of his 
work. The minister is, in fact, a very 
young man who is still “in the mak- 
ing.” There are few ministers insur- 
ed for $100,000. Why select this par- 
ticular young man? He had a project, 
an idea, that the church authorities ap- 
proved, but if undertaken it would be 
the minister’s particular job to put it 
through. The church had a valuable 
property, but an old building, and it 
was the young minister’s idea to build 
a big structure combining a church au- 
ditorium and a building for commer- 
cial purposes. The idea appealed to 
the trustees, if the minister survived 
in health to carry it through. In case 
of his death, or disability, no other 
might be found who would be fired 
with his enthusiasm and determina- 
tion to realize the project. A combin- 
ation life insurance and disability pro- 
tection plan just fitted the situation. 
The strikingly illustrates the 
development of the modern uses of life 
It would hardly have been 
fifty, or perhaps twenty-five 
years ago. The vision of life insurance 
not many years ago was limited 
to provision for fixed obligations. To- 
day we insure the realization of ideas. 
The case also happily illustrates the 
in underwriting practice. The 
plan for fitting life insurance into the 
minister’s building project was work- 
ed out by a young life insurance sales- 
man, had been in the business 
scarcely more than a year. The plan- 
ning deliberations lasted several 
months so that every insurance agent 
in the city came to know of it and in- 


case 


insurance. 


possible 


sO 


advance 


who 


and 


jected stiff competition into the situ- 
ation. A general agent of a rival com- 
pany was a member of the building 


but he insisted that the 
business should go to the agent who 
originated it and he announced to his 
staff that he would not accept any of 
the line from his agents. Field prac- 
tice at its best, is fully up to the best 
of life insurance. 


committee, 


vision 





Arthur W. Pettit, former Deputy In- 
surance Commissioner of the state of 
Oklahoma and at one time secretary 
of the Western National Life of Wy- 
oming, has joined the forces of the 
Federal Life of Chicago, and will have 
charge of the handling of claims. He 
will be assisted by Ernest Freeman 
who has been with the company for 
several years. 

Mr. Pettit graduated from the Uni- 
versity of Wisconsin Law School in 
1909. He was Deputy Insurance Com- 
misioner of Oklahoma for four years 
and for five years was actuary with 
the Insurance Department, of the State 
of Wisconsin, during the war was ex- 
aminer for war risk insurance under 
civil service, and has been admitted to 
the bars of Oklahoma and Wisconsin. 
His work has afforded opportunity for 
careful observation of the workings’ of 
many departments of the insurance 
profession, which has added materially 
to his vast knowledge of the subject. 





The Hooper-Holmes Bureau hag op- 
ened a branch in Minneapolis. 











The Human Side of Insurance 











TRESSLER W. CALLIHAN 


Tressler W. Callihan, recently made 
general agent for the John Hancock 
Mutual Life at Syracuse, N. Y., had 
achieved success in the teaching pro- 
fession before he became a full time 
life insurance man in 1922, but he has 
held a contract with the John Hancock 
Mutual Life ever since he left college. 
Mr. Callihan was born in Hancock 
County, Tlinois, and attended Knox 
College where he was graduated in 
1910. It was at that time that he sign- 
ed a part-time contract with the John 
Hancock. For six years he taught at 
the Galesburg High School and wrote 
life insurance on the side. He was 
principal of the Jacksonville (.) High 
School for two years and superinten- 
dent of schools at Galesburg for four 
years. All this time he had a contract 
with the John Hancock. It was in 
June, 1922, that he decided to become a 
full time life insurance man. He did 
some agency organization work in the 
Peoria district for the company also. 

* * * 

Frederick H. Ecker, vice-president of 
the Metropolitan Life, was a member 
of an inspection party composed of di- 
rectors and officials of the St. Louis- 
San Francisco Railway Company (Fris- 
co System) who left St. Louis Thurs- 
day, November 22, for a tour of the 
railroad’s lines and terminals. They 
will visit Kansas City, Memphis, Birm- 
ingham, Springfield, Mo.; Tulsa, Okla- 
homa City and Fort Smith, Ark. They 
expect to travel 3,000 miles on the trip. 

* * * , 

Dr. Joseph H. Smith, district man- 
ager at Petersburg, Va., for the Atlantic 
Life, presided over a meeting held in 
that city last week for the purpose of 
perfecting the organization of a State 
Chamber of Commerce. Dr. Smith is 
president of the Petersburg chamber 
and has been active for some years in 
promoting the commercial advancement 
of the city. The purpose of the state 
organization is to work for the inter- 
ests of the state as a whole. Represen- 
tatives of practically every chamber of 
commerce in Virginia were present at 
the Petersburg meeting. 

* * * 

W. L. Taylor, vice-president and gen- 
eral manager of the Federal Surety Co., 
of Davenport, Ia., was selected as the 
honor candidate, the first one to be 
raised to a higher degree in connection 
with the opening of Davenport’s new 
million dollar Masonic Temple. 

* * * 

Henry Bruere, fourth vice-president 
of the Metropolitan Life has been ap- 
pointed a member of the Railroad Con- 
solidation Committee of the U. S. Cham- 
ber of Commerce, the chairman of 
which is Carl R. Gray, president of the 
Union Pacific. 


—__ 














Dr. Edward K. Root, medical direg, 
of the Aetna Life and Dr. Phineas i 
Ingalls, associate medical directo, , 
the company, have held those DOSitigy: 
with the Aetna Life for twenty-fj, 
years. They only recently gave UD pr 
vate practice. Dr. Root was borp j 
Hartford sixty-six years ago. He yx 
educated in the College of the City « 
New York and at Bellevue and at hy 
pitals in Vienna, Dublin, London ani 
Paris. He is considered one of t), 
leading physicians in Connecticut, 4; 
has served as chairman of both the ci 
and state Boards of Health. Dr. Ingajj 
was born in Maine in 1856 and graqy 
ated from Bowdoin in 1877. He studiai 
at the Maine Medical School and th 
College of Physicians and Surgeons jy 
New York. He was house surgeon 
the Women’s Hospital, New York, ay 
later took up- practice in Portlanj 
Maine. He came to Hartford for 
years ago since which time he has beg 
identified with the Hartford Hospita 
for many years as chairman of the 
medical board. 

* * * 

W. A. Granville, Ph. D., LL. D.,, eqy 
cational director of the United States 
National Life and Casualty Company 
and the National Insurance Co., U.S, 4 
casualty department, has resigned 4s 
president of the Insurance Economi« 
Society of America. Because of the 
past activities of this Society large 
benefits, both of an educational ani 
financial nature, have accrued to insur 
ers and policyholders in the accident 
and health insurance field. Dr. Gran 
ville resigns not because he has lost 
interest in the type of work done by 
the Society, but because he disapproves 
of the methods employed by those who 
have recently .obtained control of th 
Society through the executive commit 
tee of the Health and Accident Under 
writers Conference. 





HYDE MUST REVOKE ORDER 


Judge Harris At Jeff-rson City Issues 
Writ In Missouri Actio’? Against 
Massachusetts Companies 





Judge David Harris at Jefferson City 
on Monday night issued a mandatory 
writ of injunction ordering Superin- 
tendent of Insurance Hyde to revoke 
his order of November 2. This is the 
order threatening not to renew licens: 


es of Massachusetts companies oper 
ating in Missouri. Under the writ 


Hyde must recall his letters sent to 
Massachusetts companies and_ their 
agents. While but twenty-one compa 
nies were parties to the proceeding be 
fore Judge Harris, the order of court 
necessarily affects Hyde’s letters to the 
remaining companies. 

Commissioner Hyde’s action Was 
taken following that of Massachusetts 
Insurance Commissioner Monk in Tul 
ing that reciprocals could not do busi: 
ness in Massachusetts because no Pro- 
vision for their transacting business 
in Massachusetts is made in the stat 
utes of that state. 





ISSUES NEW DIVIDEND RATES 

The Provident Mutual Life of Phil 
adelphia has just issued its tables of 
dividends for 1924. The increases 
the new rates, together with the i 
crease in dividends for 1923, makes 4 
advance of slightly more than seve 
teen percent over the schedule in et 
fect prior to mutualization. The ne 
schedule provides for an equalization 
of net costs as between policies issu? 
before and after the schedule of prem 
ium rates adopted in 1916. , 
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Why Integrity Mutual 
Sued For $5,000,000 





Papers in Action Against Clearing House Filed in Federal 
Court of Northern Illinois This Week; Alleges That Its 


Financial Status Has Been Misrepresented 


Several months ago the Integrity Mu- 
tual Casualty Company, of Chicago, an- 
nounced that it would sue the Casualty 
Information Clearing House, of Chicago, 
its members and its board of directors 
for $5,000,000 damages. There were no 
additional details. 

The reasons back of the action are 
now made public in a declaration filed 
by the Integrity Mutual Casualty in the 
District Court of the United States, 
northern district of Illinois. The decla- 
ration begins by printing the names of 
the company defendants, together with 
their assets and surplus. Then follows 
the names of the individuals sued who 
are Fred L. Gray, of Minneapolis; 
George E. Turner, counsel, Casualty In- 
formation Clearing House; Edson S. 
Lott, president, United States Casualty 
Company; F. Highlands Burns, presi- 
dent, Maryland Casualty; Charles H. 
Holland, president, Independence _ In- 
demnity; A. Duncan Reid, Globe Indem- 
nity; W. G. Wilson, general agent, 
Cleveland; Thomas C. Moffatt, general 
agent, Newark; C. G. Strong, Cleveland 
agent; James L. Case, former president 
National Association of Insurance 
Agents; W. L. Taylor, lowa surety man; 
Charles H. Neeley, manager, Ocean; 
David Van Schaack, Aetna Life; and 
J. H. Carney, Boston agent. 

Describes System of Insurance 

The first section of the declaration 
begins by describing the history of the 
enactment of workmen’s compensation 
laws. 

The statement is made that “by rea- 
son of the high and exorbitant rates 
charged by said stock insurance compa- 
nies for such insurance, and by reason 
of the harsh and burdensome restric- 
tions and limitations imposed by said 
stock insurance companies upon em- 
ployers in need of casualty insurance, 
Which resulted in the failure of said em- 
ployers to secure adequate insurance 
for their safety and protection, a large 
number of employers sought other more 
adequate and less expensive forms of 
insurance, and thereby created, organ- 
ed, joined and maintained divers mu- 
tual casualty insurance companies 
wherein they might obtain adequate 
casualty insurance at the cost thereof.” 

The statement is then made that on 
December 21, 1920, about 30% of cer- 
tain casualty insurance written and is- 
sued to employers in the United States, 
including both liability and compensa- 
tion insurance, was issued by mutual 
companies; about 50% by stock compa- 
nies, and a proportionate amount of 


other casualty insurance was written by 
said mutual companies. 
Integrity Has 10,000 Members 

The declaration then takes up the 
case of the Integrity Mutual Casualty 
Company which is now licensed to do 
business in eighteen states with assets 
of $2,153,000; $500,000 surplus and 
10,000 members who pay $2,000,000 an- 
nually in premiums. It further says 
that $1,500,000 of the premiums paid 
to it have not been required for losses 
or expenses and has therefore been re- 
turned to policyholders. 

The statement is then made that the 
Integrity Mutual is a conservative, safe, 
properly and honestly managed and con- 
trolled insurance company. 

The allegation then declares that the 
of 


success the Integrity Mutual was 
such that the defendants “unlawfully, 
wantonly and maliciously conspired, 


confederated and agreed among them- 
selves to adopt means to stifle and de- 
stroy all competition by mutual insur- 
ance companies, including the plaintiff,” 
and that “as a part of and in further- 
ance of said conspiracy the said de- 
fendants did unlawfully, wantonly and 
maliciously organize or cause to be or- 
ganized the said Casualty Clearing 
House, Ine., as a corporation not for 
profit for the expressed purpose of col- 
lection, printing and disseminating 
among its members and others informa- 
tion of and concerning the business of 
casualty insurance, and to do without 
profit any other lawful act or thing 
which might promote the interests of 
casualty insurance and those interested 
therein, when in truth and fact its pur- 
pose was to further the unlawful and 
malicious agreement and conspiracy of 
the defendants to hinder and interfere 
with the lawful business of and destroy 
each and every mutual insurance com- 
pany, including the plaintiff.” 
Charges Against The Clearing House 
The declaration devotes considerable 
space to the Casualty Information Clear- 
ing House; declares it was held out and 
represented to the public as a fair and 
impartial collector of truthful and fair 
information gathered by persons having 
expert knowledge of casualty insurance 
and casualty companies. It then con- 
tinues with the allegation that such in- 
formation has been misleading, false 
and malicious. It charges that the Cas- 
ualty Information Clearing House 
sought to imply that the Integrity Mu- 
tual had improperly and falsely com- 
puted its liabilities, minimizing them. 
The declaration of the Integrity then 











This agency, with unequalled facilities 
for Westchester County, is in a position to 
give Brokers an unusually good service. 


Representing Forty-Five Fire and 
Casualty Companies. 


3520 on your phone will bring all the information 
you request. 


KNOX, LENT & STEVENS 


INCORPORATED 
GENERAL INSURANCE 
White Plains 15 Court St. New York 


Successors to the Insurance Business of Tibbits, Prince & Ripley, Inc. 
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CHARLES HOYT SMITH 
OR 
MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 
POUGHKEEPSIE, N. Y. 
Telephone 8271 








We pay Brokers liberal commissions and protect their accounts. 


We furnish insurance Engineering and Prevention Service gratis on 
Fire and Compensation risks. 


We write Fire and allied lines, Compensation, Liability and Automobiles. 


We represent fifteen of the leading Fire Companies and are General 
Agents for the Globe Indemnity Company. 

















CRUM AND FORSTER 
110 WILLIAM STREET—NEW YORK CITY 


REPRESENTING 
The North River Insurance Co. of United States Fire Insurance Co. 


New York of New York 

Richmond Insurance Company of British America Assurance Co. of 
New York Toronto, Canada 

United States Lloyds, Inc., of Western Assurance Company of 
New York Toronto, Canada 


New York State Fire Ins. Co. of 
Albany, N. Y. 
Union Fire Insurance Co. of 
Buffalo, New York 


Potomac Insurance Company of 
Washington, D. C. 

United States Underwriters’ Policy 
of New York 


F. M. Gund, Manager, Western 
Department, Freeport, Illinois 
Hines Brothers, Managers, South- 
ern Department, Atlanta, Georgia 


H. Junker, Manager, Pacific Coast 
Dept., San Francisco, California 
Cobb Glass & Co., Managers, North 
Carolina Dept., Durham, North 
Carolina 
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Incorporated 
NEW YORK CITY AGENTS 


National Liberty Insurance Co. of America 
Caledonian Insurance Co. 
The Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corp., Ltd. 
United Merchants Insurance Co. 


BROOKLYN AND SUBURBAN AGENTS 

National Liberty Ins. Co. of America 

Northern Assurance : Firemen’s Ins, Co. ef Newark 
‘The Commonwealth Ins. Co. of N. Y. United Merchants Ina, Co. 

London & Scottish Assur. Corp., Led. Indemnity Ins. Ce. of N. A. 
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narrates some of its grievances against 
the Clearing House. It charges that 
the Clearing House sought to convey 
“by misleading statements” that the In- 
tegrity 

did 
whic 


not comply with the law of the states in 

it was operating in the compilation and 
making of said statements and that said state 
ments were illegal and false; that the plaintiff’s 
liabilities during 1921 had been improperly and 


falsely computed and made up by the _ plaintiff 
on its books and in its statements and reports 
required to be made by it and filed under the 
laws of the states in which it was operating, 


and that if properly and truthfully computed 
and made up said statements would show an in 
crease in the liabilities of the plaintiff, and that 


in large part such increase of liabilities was 
due to a disaster in Alabama to a certain policy 
holder of the plaintiff; 

That the plaintiff had issued a series of guar- 
anty surplus bonds and that it had pledged all 
its assets in payment of said bonds and to secure 
the holders thereof, and that the proceeds and 
income from said bonds were a liability and not 
a surplus and that said bonds and _ proceeds 
thereof did not add any security to the policies 
of insurance issued by the plaintiff; 

That the plaintiff during the year 1921 did 
not set up and provide reserves sufficient 
to liquidate claims against the plaintiff as they 


loss 


matured; that mutual casualty companies, in- 
cluding the plaintiff, made it a practice to 
deduct dividends before calculating their loss 
reserves; that certain reports and = statements 
filed by the plaintiff with public officials in 
compliance with the law were false; that in the 
plaintiff’s annual statements of its accounts and 
business filed with said officials it had failed 


and neglected to charge as liabilities certain valid 


outstanding liabilities and had concealed from 
said public officials certain material facts af 
fecting its ilability; that the plaintiff had im 
properly and falsely charged and computed 
certain other liabilities in said reports; that the 
plaintiff was in a dangerous condition; that the 


plaintiff by improperly and falsely crediting itself 


in said statements and reports with certain 
assets claimed by it rendered its condition and 
standing unsafe and dangerous; that the plaintiff 
was not fairly and promptly paying its honest 


and lawful obligations; that the plaintiff was un 
fair and dishonest in its adjustment and _ settle 
ment of claims made by persons having lawful 
claims against it; that the plaintiff and mutual 
insurance companies generally were unsafe and 
unsound; that policy holders therein would be 
and were subject to contingent liability and as 
sessments and the payment for losses; that the 
public officials in certain states had required the 
plaintiff to withdraw and cease transacting busi 
ness in said states; all of which statements and 
charges so made by the defendants, as aforesaid, 
were and each of them was false and so known 
to be false by said defendants and each of them 
at the time the same were made, published, cit 
culated and repeated as aforesaid; 


EE LLL LLL LLAL? ALLL DLE LLLL LLB LILLE LLL LLL IE | 


Allege That Suspicion and Distrust 
Were Caused 

The Integrity Mutual, in its declara- 
tion, continues: 

That by reason and as a result of the issu- 
ance, publication and repetition by the defend- 
ants of said false and malicious statements and 
reports and the broad circulation thereof, large 
numbers of persons became and were deceived 
thereby and divers other persons became sus- 
picious and distrustful of the plaintiff, and 
divers policy holders of the plaintiff cancelled 
their insurance with the plaintiff and divers 
other policy holders of the plaintiff refused to 
genew the insurance held by them; and large 
numbers of other persons made numerous in 
quiries of plaintiff as to the truth or falsity of 
said statements and reports, as a consequence 
of which the plaintiff was required to employ 
and did employ large numbers of actuaries, at- 
torneys, agents, clerks, stenographers and others 
to make answer to said inquiries in order that 
said inquirers might know the truth concerning 
the plaintiff and not be misled by said false 
statements of the defendants and repeat the 
same to others; and the plaintiff did necessarily 
become liable for and did pay out for the rea- 
sonable services and charges of said attorneys, 
agents and employees, and other expenses of 
the plaintiff in connection therewith, large sums 
of money, and its regular employees were re- 
quired to and did devote a large part of their 


time to the answering of such inquiries, and 
correcting and denying such false reports and 


statements so published and circulated, as afore 
said, by the defendants, and by reason thereof 
the plaintiff was required to employ large num- 
bers of persons who would not otherwise have 
been necessary in the conduct of its business and 
affairs, and has necessarily become liable for and 
paid out for their services and expenses in that 
behalf large sums of money; that the public 
officials of the states in which plaintiff is and 
was doing business having to do with the regu 
lation and control of insurance companies, by 
reason of such false reports, charges and state 
ments of the defendants concerning the plaintiff 
have been required to make and in the perform- 
ance of their lawful duties have made many 
vexatious and unnecessary investigations, exami 
nations and audits of the books, records and 
affairs of the plaintiff, which examinations and 
audits and each of them have without exception 
shown, and said officials have invariably found, 
that said charges and reports were false; that 
the plaintiff has become liable for and has paid 
to said public officials, large sums of money for 
their lawful charges and expenses in connection 
with said official investigations, examinations and 
audits, and the plaintiff by its officers, attor- 


neys and agents on numerous occasions have 
been reauired to be and appear before said 
public officials and produce voluminous records, 
books and papers and submit to vexatious in 
vestigations and examinations thereon in order 
te disprove said false ‘charges and statements 
of the defendants, and thereby become liable 


for and has paid out large sums of money to 
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attorneys, actuaries and others for that purpose; 

That all of said investigations, examinations 
and audits were unnecessary, unreasonable, and 
vexatious and were incited solely by the said 
false and malicious statements and charges of 
said defendants; and plaintiff avers that the 
business of insurance like that of banks and 
other financial institutions of like character is 
particularly sensitive to any attack reflecting 
upon its integrity or its financial soundness, and 
the defendants and each of them well knowing 
this fact to be true, prior to and at the time 
of the making of said investigations, examina- 
tions and audits of the plaintiff by said public 
officials and thereafter, did, in furtherance of 
said unlawful agreement and conspiracy publish 
or cause to be published, circulated and dis 
tributed broadcast through the press, by mail 
and by word of mouth, false, misleading, reck- 
less and defamatory statements and reports with 
reference to such investigations, examinations 
and audits, which said false, misleading and 
defamatory statements and reports so published 
as aforesaid were designed to lead and did lead 
the general public to believe that the plaintiff 
was financially unsound and that it was not 
complying with the insurance laws in the states 
where it was operating and that its business and 
affairs required investigation by said public of- 
ficials, all of which facts were untrue and so 
known by defendants to be when the same were 


» plaintiff further avers that by reason of 


the facts and grievances hereinbefore alleged 


and set forth, and the said false, misleading 
reckless and defamatory statements, reports, pub. 
lications and representations so wrongfully, way 
tonly and maliciously made by the said defend 
ants, both severally and in combination and con 
spiracy among said defendants, as aforesaid 
with reference to mutual casualty insurance coy 
portions generally and with reference to th 
plaintiff specifically, great wrong and injury has 
been done to the plaintiff's good name, credit 
reputation and business and the plaintiff ha 
thereby been deprived of large savings to it 
policy holders and the plaintiff which would 
otherwise have been earned and enjoyed by th 
plaintiff, and therefore it brings its suit, 

The declaration also says that the In. 
formation Clearing House gave false 
representations to insurance commis. 
sioners of Illinois, Indiana, Kentucky, 
Minnesota, Alabama and other states, 
and that because of charges and mis. 
representations several states threat 
ened to cancel the licenses of the In- 
tegrity Mutual. All of this the Integrity 
Mutual says had greatly injured its 
credit, good name, and business. 

The declaration then tells how agents 
have used the Clearing House in com- 
petition against the Integrity. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, 
John 
A 


President 

Kay, Vice-Pres. and Treas. 
. Hassinger, Secretary 
Wells T. Bassett, Secretary 


FIREMEN’ 


INSURANCE CO, 


of Newark, N. J 
Organized 1855 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 


liabilities .. 9,004,301.01 


Capital ...$2,250,000.00 


Net Surplus 4,436,386.20 





Policyholders Surplus, 
$6,686,386.20 





Total ....$15,690,687.21 


Henry M. Gratz, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Davis G. Vaughan, Secretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Secretary 


. THE 
Girard F. & M. 
INSURANCE CO. 


of Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$1,000,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ...  2,665,678.50 


Net Surplus 1,110,233.48 


Total .....$4,775,911.98 


Policyholders Surplus, 
$2,110,233.48 














Nea] Bassett, President 
John Kay, Vice-Pres. and Treas. 
John A. Snyder, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organized 1854 
Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$ 600,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ... 


Net Surplus 


1,916,251.22 
945,537.10 


Total .....$3,461,788.32 


Policyholders Surplus, 
$1,545,537.10 














H. M. Schmitt, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Thos. A. Hathaway, Secretary 
A. H. Hassinger, Secretary 
Wellg T. Bassett, Secretary 


National 
Ben Franklin 





FIRE INSURANCE CO. 
of Pittsburgh, Pa, 
Organized 1866 

Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 


Reserve Rein- 
surance J"und 
and all other 
liabilities .... 1,329,033.00 


Net Surplus 1,452,589.00 


Total As- 
sets ....$3,781,622.00 


Surplus to Policyholders 
$2,452,589.00 











LOYAL TO FRIENDS, AND 


TO LOYAL AGENTS, LOYAL 
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Henry Evans’ Office Boy 
Now Vice-President 


ERNEST STURM’S PROMOTION 
Financial Officer of America Fore Com- 
panies; W. F. Dooley Made 
Secretary of Continental 





Ernest Sturm, secretary and _ treas- 
yrer of the America Fore group, has 
peen elected vice-president and secre- 
tary in charge of the financial depart- 
ment. William F. Dooley, assistant 
secretary of the Continental, has been 
elected secretary; and BE. W. Hotchkin, 
agency superintendent of the Continen- 
tal’s western department, has been 
elected assistant secretary. 

Mr. Sturm, who is regarded as one of 
the best investment experts on the 
street, and whose knowledge of busi- 
ness and economic conditions every- 
where is broad, sweeping and informa- 





ERNEST STURM 


tive, was once asked how he entered 
the Continental establishment with 
which he has spent every one of his 
working years. 

Answered Bells 

“! began as Henry Evans’ bell hop,” 
was his answer. “He put me on as his 
office boy when the Continental was at 
100 Broadway and when the home of- 
fice organization was so small that 
everybody knew everybody else.” 

In those days the fire insurance busi- 
ness was important, but not even the 
most optimistic and highly-visioned 
members of the fraternity could pic- 
ture the magnitude of its present opera- 
tions. 

Mr. Sturm had the good luck to be 
closely associated with one of the great, 
dynamic and far-seeing personalities of 
the business; it did not take him long 
to realize that fact; and being ambi- 
tious he decided to do his best to grow 
along with the business. He appreci- 
ated that there are two ways to ad- 
vance in an insurance office: First, by 
doing one’s best while in the office, 
and then keeping right up with the 
game after hours. He had been trans- 
ferred to the loss department as a clerk 
after a year’s experience in answering 
the bell of the vice-president, which 
was the position held by Mr. Evans at 
that time (1893) and he prepared for 
the New York University’s law school. 
Attending these classes at night he was 
graduated and admitted to the New 
York State bar in 1903. A couple of 
years later he was appointed local 
cashier of the Continental and Fidelity 
Fire Insurance Companies. At the 
time of the merger of the Fidelity Fire 
with the Phenix in March, 1910, he as- 
sisted in preparing the papers in con- 
nection with the Fidelity Underwriters. 
In September, 1911, he became finan- 
cial secretary in the financial depart- 
ment of the Continental and Fidelity- 
Phenix. One of the thirteen original 
organizers of the American Eagle Fire 
Insurance Company—1915—he became 
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PROTECTION AND 
THE HOME 


To provide the kind of insurance protec- 
tion characteristic of America’s Strongest 
Fire Insurance Company— 
= 

To render to agent and assured, the kind 
of service expected of a leader 





To exhibit at all times that fairness and 
promptness in adjusting losses which have 
earned its splendid reputation— 


These are the standards prescribed for 
The Home of New York in keeping with 
the place it occupies in the business of 
insurance, 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Fire and Lightning, Automobile (Complete cover in Combi- 
nation Policy), Earthquake, Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Rain, 
Registered Mail, Rents, Rental Values, Riot and Civil Commo- 
tion, Sprinkler Leakage, Tourists Baggage, Use and Occu- 
pancy, Windstorm. 
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a director and financial secretary of 
that company. 

He is also secretary of the Fire Com- 
panies’ Building Corporation, and of 
the American Eagle Investing Com- 
pany. In August, 1920, he was made 
secretary and treasurer of the Continen- 
tal, Fidelity-Phenix and American 
Eagle Fire Insurance Companies. He 
was elected secretary and treasurer of 
the Farmers of Iowa in January, 1921. 

Edited “Business Conditions” 

One of the most remarkable of Mr. 
Sturm’s achievements was his compila- 
tion and editing of “Business Condi- 
tions,” a concise analysis of the coun- 
try’s condition, containing page after 
page of the most authoritative and in- 
teresting matter, and issued monthly by 
the America Fore Companies. There 
were 25,000 readers, including bank of- 
ficials, business executives, merchants, 
manufacturers and newspaper editors. 
How he ever got the time to get all 
this important data together no one— 
not even Mr. Sturm—has ever been able 
to tell, but, in the opinion of The East- 
ern Underwriter, it made such publi- 
cations as Forbes’ Magazine and Bab- 
son reports look like editorial babes in 
arms. The publication not only was 
important as a business barometer re- 
flex, but was also a good publicity move 
of the America Fore companies as lead- 
ers all over the country went through 
its pages every month. It was quite 
a strenuous effort, however, and finally 
the America Fore companies decided to 
discontinue the publication, much to 
everybody’s regret except possibly that 
of the editor, who was reasonably well 
occupied in other channels. 

Incidentally, Mr. Sturm has prepared 
considerable advertising literature of 
an educational character, such as the 
popular booklet, ‘Presidential Facts 
and History.” 

Mr. Dooley’s Career 

William F. Dooley has not taken long 
to make his mark in fire insurance. He 
is young, a clear thinker, able, enthus- 
iastic and popular—quite a lot of adjec- 
tives, but they fit. After leaving high 
school in Massachusetts he started by 
the office boy route with George O. Car- 
penter & Son, then a Boston agency. 
Eventually he became manager of the 
general agency department of the St. 
Paul, after which he went on the road 
for that company. The Fidelity-Under- 
writers signed him up in 1913; and he 
came to this town about two years ago 
as agency superintendent of the Conti- 
nental. Last year he was made assist- 
ant secretary of the Continental; and 
now he is secretary. 





J. S. TRUMP SECRETARY 

J. Sanderson Trump has been ap- 
pointed assistant secretary of the 
Philadelphia Fire Underwriters’ Asso- 
ciation. The following sub-committees 
have been appointed to serve for the en- 
suing year: Finance George  Y. 
Shermer, T. Magill Patterson and 
George R. Packard. Rates and Sched- 
ules—George R. Packard, Walter J. 
Chase and Robert P. Bishop. Rules 
Arthur H. Clevenger, H. W. Stephen- 
son and Edward Troxell. Efficiency 
and Investigation—Walter J. Chase, 
George R. Packard and Richard Cross. 
Brokers—Robert P. Bishop, Harry F. 
Ries, Walter Munns, William Sassman 
and Malcolm B. Foard. 





SURETY OFFICERS 
The Surety Underwriters’ Association 
of Philadelphia at the annual meeting 
on Thursday, November 22, elected the 
following officers for 1924: President, 
W. Stanley Kite; vice-president, W. 
Scott Reig; treasurer, Herman F. 
Schwefler; secretary, Carl B. Weed. 
Executive committee—W. Stanley Kite, 
W. Scott Reig, Howard Hager, Frank 
B. Burdsall, Lewis J. Farley, Edward 

Hoopes and William R. Parker. 





GOES TO MYERS AGENCY 
The Philadelphia agency of the Ex- 
celsior Insurance Company of Syracuse 
bas been transferred from Farjeon, 
Ballin & Co. to the W. E. Myers 
agency. 
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“It Never Fails” 


Mr. J. S. Lahee, of Burlington, Iowa, has pre- 
pared for the FORUM the following excellent clear- 
cut editoral on a subject that concerns all insurance 
agents. We are glad to transmit it with our endorse- 
ment to the immense audience enjoyed by this page. 


Thrift, to the vast majority of insurance agents, is 
rot a matter for theoretical discussion, but is a thing 
of practical ard stern necessity. 

The beauty of the plan offered is that it is simple 
ard absolutely automatic in its results, if faithfully 
carried out as directed. It never fails, and can al- 
ways be relied upon to secure the object desired. It 
is guarenteed to produce a surplus over living ex- 
yences et the end of the year. Besides that, it will 
procuce a personal self-respect, the respect of one’s 
fellow towrsmen, and a provision for that old age 
which falls to the lot of all human beings. 

First, upon two accounts in two different banks, 
ore a business account, and the second, a personal 
account. 


fl: ays pay business bills and accounts by check 
oa tte business account, and always pay personal 
1 it!s ky check on the personal account. 

Never, under any circumstances, draw a check for a 
personal matter on the business fund. Never trans- 
fer morey fiom the business accour.t to the fersoral 
eccourt, urless the kooks show the money has been 
earned as arct prof.t in the business. 

Keep a took that will show the gross receipts, over- 
head expenses and net profits of the business by 
months. 

The Rough Notes Company of Indianapolis, Indi- 


ana, furnish such a book. It is called a ‘“‘Local 
Agents’ Comparative Record’? and no local agent 
should dream of being without one, or a book of 
similar nature. 


Many local agents have trust funds in their posses- 
sion. They act as executors, trustees, assignees, 
agents for estates, renting agents and many other 
positions where they hold other people’s funds in 
trust. These should never be mixed with the agent’s 
personal account or his business account, but a sep- 
arate account opened for each trust fund. 


Objection will be raised to this as involving extra 
work, but it is the only right and safe method of 
procedure. 


Too much stress cannot be made upon this entire 
separation of trust funds from the agent’s personal 
and business funds. 


Finally, buy forcash. Purchase nothing unless the 
money is on hand in the personal bank account. Buy 
nothing on credit. Do not be misled into purchases 
on the installment system or any other form of credit. 


If the foregoing plan is followed, every year will 
show a surplus, and this surplus wisely invested and 
compounded, will in due time produce a competence 
for the lean years of extreme old age. 


Closely allied to the thrift of money is the thrift of 
time. Gladstone has aptly said, ‘““Believe me when I 
tell you that the thrift of time will repay you in after 
life with a usury of profit beyond your most sanguine 
dreams, and that the waste of it will make you 
dwindle alike in intellectual and in moral stature, be- 
yond your darkest reckonings.”’ 





insurance subjects. 





Under the heading “THE GLENS FALLS 
FORUM” we run occasional discussions from 
those who have worthwhile ideas to express on 
This page is open to all. 
has a great number of readers because it reaches 
the combined circulation of many insurance 
papers, and the freest comment is invited. This 
comment may be constructive or it may be 
destructive, but, in any case, it must be sincere. 


Address: 


It 


INSURANCE COMPANY 
GLENS FALLS, N. Y. 
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British Companies 
Plan Ad Conference 


70 FOLLOW AMERICAN LINES 





Want Data From Publicity Men Here; 
Plans Under Way for London Con- 
ference Next Year 





Plans are under way for the forma- 
tio of an insurance advertising con- 
ference of representatives of British 
companies along the lines of the Amer- 
jean Insurance Advertising Conference. 
Chauncey S. S. Miller, publicity man- 
ager of the North British & Mercantile 
and chairman of the membership com- 
mittee of the Advertising Conference, 
has been in correspondence with some 
of the home offices of the British com- 
panies on the subject and is cooperat- 
ing to place at the disposal of those on 
the other side who are interested in 
the project, full information about the 
American organization, its methods and 
plans, and advertising methods of the 
companies. 

One of the leading spirits in the 
movement abroad is Vincent Lewis, of 
the Pearl Assurance Co., Ltd., High 
Holborn, London. Mr. Lewis has writ- 
ten Mr. Miller asking for information on 
procedure and methods of publicity as 
practiced here. In a recent letter, he 
says: 

“There is a good deal of ‘spade 
work’ to be accomplished seeing that 
we are opening up a new form of activ- 
ity in the insurance advertising world 
in this country.” 

Concerning the plans of the American 
Insurance Advertising Conference for 
the meeting in London next year, Mr. 
Miller says in a letter to Mr. Lewis: 

Plans for London Meeting 

‘I think that if you gentlemen, in 
harmony with those who are arranging 
for the convention of the Associated 
Advertising Clubs of the World in Lon- 
don next July, can arrange for the req- 
uisite space in some appropriate loca- 
tion that we may be able to ship over 
to you, well in advance of the arrival 
of the delegation from the United 
States and Canada, exhibits from per- 
haps fifty American companies. 

“These exhibits would include post- 
ers, booklets, folders, envelope stuf- 
fers, samples of newspaper advertising 
supplied to local agents for use in their 
local newspapers, ete., ete. 

“If, after consultation, you and your 
associates in this ‘matter will advise us, 
our exhibit committee will send as 
much, (or as little) advertising matter 
for display as may be welcome. 

“Early in January, the officers and 
chairmen of the various committees of 
the Insurance Advertising Conference 
are to hold a meeting in this city, at 
which plans for the On-To-London cam- 
paign will be worked out. It is uncer- 
tain as just how large a delegation will 
represent the Insurance Advertising 
Conference at the Associated Advertis- 
ing Clubs of the World convention in 
London, but we shall make up in qual- 
ty what we may lack in quantity, and 
ifwe can make it apparent to ‘the pow- 
fs that be’ in the various insurance 
organizations in Great Britain that In- 
sirance Advertising has come to stay, 
that it is rapidly developing, and in 
America, is right on the heels of the 
very extensive national and local adver- 
lising by the highest grade financial 
institutions in this country, our mission 
abroad will not have been a failure.” 





“AMERICA FORE” PARTY 
One hundred and fifty members of 
tte America Fore Club, the social or- 
ganization of the America Fore Group 
of Insurance Companies, staged a very 
‘ajoyable party on Thursday evening, 
November 22. After dining at a down 
W restaurant, the members attended 
¢ Greenwich Village Follies, proceed- 

uptown by bus. 





ARTHUR J. MIDDLETON 


SPECIAL AGENT 124 E. GENESEE ST. 
NEW YORK STATE SYRACUSE,N.Y. - 











The Agents 
and the Annex 


er high-grade agency men be 
expected to stand forever the 
pernicious and unfair ‘‘Annex’’ 
system ? 


Is not INSURANCE best served 
when represented by substantial, 


trained, expert agents! And is not 
the PUBLIC! 


“No Annexes’ is the expressed 
policy of the Central Fire Insur- 
ance Company of Baltimore. We 
believe that this means success and 
service for both company and agents. 


IBN TRAIL 
FIRE INSURANCE 


CO MPANY 
BAIL TIMIO IRIE 


Joun P. Lauser, Pres. Cuas. H. Koppetrman, V. Pres. Cas. H. Rotoson, Jr., Secy. 





SURPLUS TO POLICY HOLDERS $1,640,758.05 


Report by Insurance Department of Maryland for 1922 
“The Company adjusts and settles its losses promptly and with jusness and fairness.” 











HERBERT M. BENJAMIN 


SPECIAL AGENT 205 WALNUT PLACE 
PENNSYLVANIA PHILADELPHIA, PA. 











Plan New Companies 
At Washington, D. C. 


REVISED CODE FAVORABLE 





Projects Said to Be Waiting Only 
Approval of New Laws in District 
to Start Operations 





Washington, D. C.— Three new in- 
surance companies, each capitalized at 
at million dollars, are waiting only for 
Congress to enact the District insur- 
ance code which has been drafted by 
Insurance Superintendent Burt A. Mil- 
ler, to incorporate in the District of 
Columbia, it is declared by officials of 
the District government. 

Because of the present inadequate 
laws, Mr. Miller points out, companies 
have preferred to incorporate under 
the laws of New York and Massachu- 
setts because of the high standing of 
their insurance departments, but he 
predicts that when the new code is 
in force the District will be second to 
none in efficiency and the fact that a 
company has passed the rigid super 
vision of the District department will 
be evidence to insurance commission- 
ers in other states that it is sound. 

Efforts are to be made immediately 
the new session of Congress convenes 
to have the proposed insurance code 
taken up for consideration. It has al- 
ready received the favorable action of 
the District committee of one House, 
and it is expected that the District 
committee of the other branch will 
concur in approving the measure. In 
spite of the increased personnel which 
will be necessary for enforcement of 
the new law, the net revenue to the 
District is expected to be approximately 
$280,000 a year, or some $15,000 more 
than is now received. 





ATLAS PROMOTES BUTLER 





Made Assistant Manager for New York 
Branch; Has Been General Agent 
For Several Years 





The Atlas Assurance Company, Ltd., 
has appointed Richard T. Butler as as- 
sistant manager for the New ‘York 
branch. Mr. Butler has served the At- 
las and the Manchester, (before the 
merger) for a continuous period of 
twenty-nine years. 

As general agent he has, for the 
past seven years, had charge of the 
companys operations in New England 
and the states of New York and New 
Jersey, his previous experience includ- 
ing many years of actual field work. 





CAN’T WRITE NON-ASSESSABLE 

All policies issued by the Northwest- 
ern Mutual Fire Association, of Seattle, 
in Utah must be withdrawn and re- 
written omitting the clause “this policy 
is non-assessable,” according to J. W. 
Walker, insurance commissioner of 
Utah, in letters sent out last week to 
the Mutual’s head office and to Com- 
missioner H. O. Fishback of Washing- 
ton. The order that all Northwestern 
Mutual policies be withdrawn is the re- 
sult of a recent ruling by the Utah at- 
torney-general that because the Utah 
law forbids Utah mutuals to issue non- 
assessable policies, a foreign mutual 
cannot do business on terms more fav- 
orable than a domestic concern. 





ASKS AGENTS’ VIEWS 

The National Association of Insur- 
ance Agents is circularizing officers of 
state associations in middle-western 
territory asking their views on the 
Western Bureau-Union break. The Na- 
tional Association may be impelled to 
move further in the matter and it is 
desirous of getting all the information 
possible. 
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Arguments Against 
Contingent Commission 


NOT 





IDEAL BUT PRACTICAL 
National Board Reprints Statements 
Made Before Commissioners in 


1916; To Come Up Again 





On the eve cf the important meet- 
ing next week at the Hotel Astor of 
the National Convention of Insurance 
Commissioners, the National 
Fire Underwriters has published a 
pamphlet giving reasons why several 
leading insurance men are opposed to 
the practical application of the theory 
of cortingent commissions for fire in- 
surance agents. It will be recalled 
that recently Superintendent F. R. 
Stoddard of New York announced that 
this subject would be discussed by the 
commissioners at the December meet- 
ing. Contingent commissions, as op- 
posed to flat commissions, were once 
before proposed in 1916, at the com- 
missioners’ meeting in St. Louis. The 
National Board pamphlet contains ex- 
cerpts from that convention. 

H. A. Smith, president of the Na- 
tional of Hartford, and now president 
of the National Board, said then: 

“While the State has always and 
properly been the smallest unit accep- 
ted by underwriters as a basis for av- 
erages, either in class or volume, the 
contingent plan seeks to make the 
agency the unit, which is absolutely 
unsound, as it is conceivable that a 
company might, in a given unit as 
large as a State, have a loss ratio of 
over 100 per cent (to which would 
have to be added 40 per cent of ex- 
pense), and yet, with a single excep- 
tion, everyone of its agents in the 
State receive a contingent commission 

in other words, a division of the pro- 
fits in a State where no profits for the 
company existed. It is' also a fact eas- 
ily to be demonstrated from analyses 
of actual figures of the National and 
other leading companies, that irrespec- 
tive of the general loss ratio, 89 to 85 
per cent of the agents would partici- 
pate in this so-called division of pro- 
fits on the contingent plan, and 70 to 
80 per cent of the premiums would be 
subject to such an impost. 

“It seems obvious to those practical 
insurance men who have made a thor- 
ough study of the question that no sys- 
tem of contingent compensation will 
ever be accepted by the agents volun- 
tarily which does not certainly give 
them as much as they are now making, 
with a chance to make more if they 
have good luck—which means in the 
last analysis a very considerable in- 
crease of acquisition cost to the com- 


Board of 


panies. You gentlemen do not wish 
any increase, but on the contrary if 
possible a decrease, and in this the 


companies are with you.” 

Charles F. Hildreth, ex-president of 
the National Association of Insurance 
Agents, offered this argument in op- 
position: 

“The adoption of the contingent sys- 
tem presupposes that the prcebability 
of an added profit will induce the 
agent to exercise great care in the se- 
lection of his business, and that be- 
cause of this care the companies will 
secure a greater profit, and that out of 
this greater profit they will be willing 
to pay the agent an additional reward 
of 10 per cent for his better service. 
The outcome will frequently be, how- 
ever, that two or three companies in 
a medium sized agency will have los- 
ses sufficiently large to wipe out the 
entire contingent commission of the 
agency and thus the majority of com- 
panies having suffered no loss at all, 
will profit by the misfortunes of the 
two or three sufferers, and will thus 
secure their own profitable bustiness 
at a 15 per cent flat commission with 
the payment of no contingent commis- 





Put on The 
Buyer’s Shoes 


| ode on the buyer’s shoes—see your sales 

Figur- 
atively step aside and analyze carefully your 
What are you trying to do? 
After all, you are really promoting a service 


approach from his standpoint. 
sales appeal. 


—protection. Complete Protection, that’s it. 


If you were the buyer, the insurance agent who took 
the pains to study your individual needs and point them 
out would certainly earn your confidence and respect. 
In time, you would mentally tabulate him, “Here is 
one of my most valued and helpful friends.” As a mat- 
ter of course, you would place your orders with him 
for Complete Protection—“This underwriter knows 
my business and its insurance requirements better than 
I know them myself. He sees my business from my 
point of view.” 


There is the secret of success in insurance salesman- 
ship. See protection from the buyer’s viewpoint. Take 





Use and Occupancy Insurance as an instance—it covers 
the part of a fire loss not covered by property damage 
fire insurance. And the big fact for the buyer is this: 
If fire destroys or damages his place of business, he 
suffers two losses, property damage loss and business 
interruption loss. Not five fire insurance buyers in a 
hundred ever think of this—and the other ninety-five 
are Use and Occupancy prospects. Tell your client 
now what he needs. Sell him complete protection 
through one or more of the specialty class lines listed 
in this advertisement. 


Fire Postal 

Automobile Profits 

Tornado Tourist 
Sprinkler Leakage Commissions 


Explosson 


Strike, Riot and 


Civil Commotion 





Use and Occupancy 





TA 


Insurance Co. 





oN 
J) 
Or AMERICA, 


= 
——— a] 
Executive Offices: 1 Pershing Square . 
42nd Street at Park Avenue, New York, N. Y. 


Western Department 
CHICAGO 


Southern Department 


NEW ORLEANS 


Pacific Coast Department 
SAN FRANCISCO 





THE COMPANY WITH THE “L & L & G” SERVICE 





Courts Differ on What. 
Occupancy Mean 


COMMON SENSE SHOULD Appry 





Questions on Subject Asked The Eas, 
ern Underwriter Answered By 
Allen E. Clough 





The Hastern Underwriter has regpiy. 
ed the following questions from 4) 
agent in this state relative to occupancy 
and unoccupancy: : 

What constitutes unoccupancy? 1, 
be occupied, must a person (a) sleep 
in the house? (b) eat in the house? 
(c) if family is away does a Caretaker 
sleeping on the premises constitute o¢. 
cupancy? (d) does permit reading 
“permission for premises to become Va- 
cant or unoccupied and so remain for g 
period of thirty consecutive days jp 
any one policy year” allow occupancy 
for a day in thirty to comply with the 
requirements of occupancy called for 
by the policy? (e) does permit reading 
“permission to be unoccupied for a pe 
riod not exceeding three months in any 
one policy year” mean consecutive un. 
occupancy or accumulative? 

The questions were referred to Allen 
Kk. Clough, secretary of the New York 
Board of Fire Underwriters’ commit. 
tee on losses and adjustments for re. 
ply. Mr. Clough’s answers follow: 

“Responding to your inquiry ag to 
what constitutes unoccupancy, ete., you 
doubtless know the courts have distin. 
guished between vacancy and unoccu- 
pancy. What is meant by these terms 
in a policy of question is a question of 
law, but whether the building is or was 
vacant or unoccupied within the mean- 
ing of the policy, is a question of fact, 
and because no two specific cases are 
seldom exactly the same as to the law 
applicable, and also as to the facts, 
George Richards in ‘Insurance Law’ de- 
votes to this general subject seven 
pages with many _ references. Mr. 
Joyce in the ‘Law of Insurance’ devotes 
thirty-one pages, Mr. Cooley in ‘Briefs 
on the Law of Insurance’ in his 1905 
edition devotes thirty-three pages, and 
in the 1919 edition ten pages additional, 
and Clement on ‘Fire Insurance’ de- 
votes thirty-eight pages. The refer- 
ence to specific cases runs into the hun- 
dreds. 

“It seems to me that the whole ques- 
tion can be practically resolved in 4 
common-sense way by the advice that 
an insurer should remember that his 
policy only gives permission for the 
property to be vacant or unoccupied 
not more than a period of ten days 
without a specific permit in writing, 
and this permit is vacant or unoccupied 
so that it covers both conditions. 

“If the insurer wishes permission for 
further vacancy or unoccupancy it is 
very easy for him to obtain a permit 
which will meet his specific needs and 
this should be so clearly drawn that 
there could be no mistaking it by either 
him or the company.” 





sion whatever. Fantastic, indeed, isn't 
it?” 

Charles E. Sheldon, western manag: 
er of the American Insurance Compa- 
ny, had this to say: 

“Another thing to be taken into con: 
sideration is that the average insur 
ance agent cannot conveniently walt 
twelve months to secure a consider- 
able part of his income, and with 
many the family and business obliga 
tions will not justify him in hazardiné 
a good portion of his income on the 
results of so precarious a business as 
that of fire insurance with all its vary 
ing fortunes. 

“The company which I have the hot- 
or to represent in the Central West re 
ceives through its Rockford office 42 
annual premium income of approxi: 
mately one million dollars from the 
insurance of farm property. This bus- 
ness is very largely—practically ~ 
obtained through agents who go into 
the farming communities and canvass 
from house to house.” 
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Gets Japanese General 
Agency of Continental 


M. FURUDONO’S APPOINTMENT 





He is Head of Fuji Co., Tokio, With 
Branches at Osaka and 
Kobe 





One of the largest and most impor- 
tant insurance offices in Japan is that 
of the Fuji Company at Tokio, the 
proprietor of which is Motoi Furudono. 
Among agents and brokers in his coun- 
try, Mr. Furudono stands in the front 
rank. He is a leader in insurance 
matters and early realized the impor- 
tance of American protection for his 
clients, Who are the leading industrial 
magnates and corporations in the Is- 
land Kingdom. When the Continental 
of New York was licensed for business 
by the Japanese Government, Mr. Fur- 





MOTOI FURUDONO 


udono secured the general agency. He 
represents the company for Japan, Ko- 
rea and Formosa. 

Mr. Furudono is about forty years of 
age, a member of an old and distin- 
guished family of the Island of Kyushu. 
He commenced his insurance career at 
the age of twenty-five, after graduat- 
ing from the University of Japan. He 
is a member of the Industrial Club of 
Tokio and is keenly interested in pol- 
itics, in which he is expected to take 
a prominent part. On the destruction 
of his head office at Tokio by earth- 


quake and fire he re-established his 
headquarters immediately at his 
branches at Osaka and Kobe. 

The Japanese Government and all 


the people in Tokio are working like 
beavers to restore the stricken city. 
Temporary buildings have been put up 
by thousands and the debris in the 
streets has been cleared away to a 
marvelous extent already. 

The people in the areas affected 
have accommodated themselves to the 
changed conditions with their usual 
Philosophy and happy disposition. The 
terrible family and personal losses, ad- 
ded to the total destruction of their 
Property have not cowed them. Am- 
bitious plans for making Tokio a mod- 
el city and one of the largest in the 
world are progressing, all thoughts of 
Temoving the Capitol to some other 
city having been given up as Tokio is 
the natural place and so much has 
been left to work upon. 





REDUCE DUNKIRK RATES 

The base fire insurance rate in Dun- 
kirk, N. Y., has been reduced three 
cents. This is a result of improve: 
ments in the Dunkirk fire department 
Consisting of the acquisition of two 
750 gallon pumpers and a motor driven 
city service truck. 


RAPPED BY ST. LOUIS PAPER 





Commissioner Hyde’s Logic About 
Massachusetts Companies Is 
Faulty, Says “Star” 


An indication of the drift of public 
opinion in Missouri regarding the 
Hydes’ attitude toward the insurance 
companies in the state—and the insur- 
ance companies of other states—is indi- 
cated in an editorial appearing in the 
St. Louis “Star” of a few days ago. 
That paper’s headline on the editorial 
read “Faulty Insurance Logic,” and the 
last paragraph said this: 

“If the principle which Mr. Hyde 
claims is right—that, because a Massa- 
chusetts Commissioner refuses to let a 
Missouri company do business in that 


state, no insurance company from the 
Bay State shall do business here—then 
why not apply it to all business? Why 


not say that textile goods manufactured 
in Massachusetts shall not be sold in 
Missouri until the fire insurance com- 
pany is granted permission to do busi- 


ness there? Why not say that any 
salesman of a Massachusetts house 


shall not sell in Missouri? Why not go 
a little farther and say that no resident 
of Massachusetts shall visit in Mis- 
souri? The logic of the Missouri Com- 
missioner is faulty.” 
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: F. BUELL, Troy, N. Y., General Agen 





Fire, 
Automobile, Sprinkler Leak- 
age, Riot and Explosion In- 


W. P. PHILLIPS, 1506 East 17th St, Brooklyn, Executive Special Agen 
JAMES J. GARLAND, 514 Eighth Ave., Brooklyn, Specia] A 
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GEORGE SHAW, 116 Milk St., Boston, General Agent................ NEW ENGLAND 
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MUTUALS Loss RATIO 68% 
For Ten States Comprising Pacifie 
Coast and Mountain States Group; 
Oregon Worst State 

Mutual fire insurance companies sus- 
tained a loss ratio of 68% on their 1922 
underwriting operations in the Pacific 
Coast and Mountain states, according to 
figures compiled recently by the “Un- 
derwriters’ Report.” The mutuals re- 
ceived a premium income of $2,831,719 
and paid losses in 1922 of $1,928,883 in 
the ten states. The mutuals were hit 
hardest in the following states: Cali- 
fornia, where the average loss ratio 
was 68%; Montana, where it was 107%; 
Oregon, ‘where it was 128%; and in 
Utah, which had a loss ratio of 78%. 


sat 

The premiums and losses by states 
are given herewith: 

Arizona—premiums, 

none reported. 


$42,056; losses, 
California—premiums, 
$601,412; losses, $381,374. Colorado 
premiums, $134,899; losses, 29,410. 
Idaho—premiums, $152,143; losses $63,- 
834. Montana premiums, $259,955; 
losses, $270,270. New Mexico—prem- 
iums, $1,528; losses, none _ reported. 
Oregon premiums, $338,560; losses, 
$436,894. Washington—premiums, $1,- 
302,407; losses, $747,101. . Utah—prem- 
iums, $33,259; losses, $26,274 





The Australian Provincial Assurance 
Association, Ltd., of Sydney, has dis- 
posed of its fire, marine and general 
accident department, 
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alike were represented. 


The Fidelity-Phenix has long been a 
planned, vigorously pushed selling and advertising that has been suc- 
cessful in producing new business for many local agents. 


HENRY EVANS, 
Chairman of the Board. 


The Insurance Advertising Conference 





“AMERICA FORE” 


The interest of the whole insurance fraternity has been 
by the activities of 


New 


This company is always glad to co-operate in 
furnishing excellent selling aids for all lines 
of insurance. 


FIDELIT Y-PHENIX 
FIRE INSURANCE COMPANY 
Eighty Maiden Lane, New York, N. Y. 


c. R. STREET, 


Cash Capital: Five Million Dollars 
CHICAGO 


MONTREAL 


The Insurance Advertising Conference. 
recent meeting of the Conference in St. Louis, companies and agents 
and progressive thinking was brought 
to bear on the advertising and selling problems of insurance, and all 
who attended came away with a broader realization of the possibili- 
ties of advertising. 
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Department for a complete sample set. 
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Westchester Believes 
In Human Contacts 


ONE REASON FOR FINE GROWTH 





Company Has Loyal Support for Years 
From Same Employes, Agents 
and Shareholders 


When stockholders of the Westches-* 
ter Fire Insurance Company at a spe- 
cial meeting on November 22 voted to 
increase the capitalization from $1,000,- 
000 to $1,500,000, and to add $1,000,000 
to the growing surplus of the company, 
President Otto E. Schaefer received en- 
dorsement of the proposal from indi- 
viduals and representatives of estates 
holding Westchester Fire stock for gen- 
erations. The Westchester is a com- 
pany which is going ahead in the busi- 
ness, making solid progress on the prin- 
ciple that friendly human _ relations 
should go hand in hand with business 
considerations with employes, agents, 
stockholders and assureds. 


The Westchester will celebrate its 





OTTO E. SCHAEFER 


hundredth anniversary within a few 
years, comparatively speaking. It was 
started in 1837, eighty-six years ago, 
as a mutual fire insurance company, 
became a stock company in 1869, and 
today numbers among its stockholders 
many persons whose families were 
either mutual policyholders or among 
subscribers to the early issues of stock. 
It is the firm belief of those in charge 
of the Westchester’s management that 
the cementing of permanent relation- 
ships with people is intensely profit- 
able, this permanency to be attained 
through the principle of unselfish and 
generous conduct toward others. The 
company has found that satisfied as- 
sureds, agents and stockholders pay. 


To Retire Delaware Underwriters 

In the letter which was sent out to 
stockholders outlining the plan and pur- 
poses of the new financing, it was 
stated that in the near future a new 
and separate stock company will be or- 
ganized out of the funds raised to take 
over the plant of the Delaware Under- 
writers which the Westchester has op- 
erated since it reinsured the business 
of the Delaware Fire Insurance Com- 
pany of Philadelphia in 1912. 

With reference’ thereto, 
Schaefer’s letter read: 

“This plant has proved to be a valu- 


President 


able one and the business derived 
therefrom has been profitable, but 


there is a strong and growing senti- 
ment against ‘underwriters’ on the part 
not only of local agents, who are the 


producers of business, but also state in- 
surance departments, which regulate it. 
All of the objections to an ‘underwrit- 
ers’ can be met by substituting a stock 
company and all the advantages of the 
plant as a channel for producing busi- 
ness will be preserved, even enhanced. 
This plan is in line with action which 
has been taken by several other large 
fire insurance organizations.” 

The National Association of Insur- 
ance Agents is commending the West- 
chtster upon its stand on the annex 
question. “The National Association 
voices the sentiments of thousands of 
agents over the country,” said an offi- 
cer of the Westchester. “Just such 
recognition of the rights of other per- 
sons, both individual and organized, has 
helped the company to be so highly re- 
garded as it is today.” 
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Under the next financing plan pres- 
ent stockholders will be allowed to pur- 
chase new stock in the ratio of one 
new share for two shares now owned. 
New stock will be offered to present 
holders at $30 a share which will yield 
the additional $1,000,000 surplus be- 








cause the par value of the stock is $10 
a share. It is expected that the pres. 
ent rate of dividend will be maintained 
on the increased capitalization, thug 
giving a yield on the investment of 
8 13% annually. 

With a million and a half of capital 
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stock the Westchester will have seven 
and one-half times the original capitali- 
gation. Upon incorporation in 1869 the 
capital was fixed at $200,000. The 
home office was then in New Rochelle. 
In 1875 the capital was increased to 
$250,000 by a stock dividend of $50,000 
and in 1876 to $300,000 by a similar 
stock dividend. During 1914 the capital 
was increased to $500,000 and $600,000 
surplus was paid in. In 1917 the cap- 
ital was doubled, and $500,000 more 
added to the surplus. The Westches- 
ter issues policies in accordance with 
the special reserve fund and guaranty 
surplus law of New York State. It has 
kept $500,000 on deposit with the Insur- 
ance Department of New York, and 
maintained a “guaranty surplus fund” 
of like amount. At the close of 1922 
the company’s assets totaled $11,149,- 
598 and the net surplus equalled $2,- 
456,444 in addition to the paid-up 
capital. 
A Homelike Setting 


Stepping off the elevator on _ the 


H. H. CLUTIA 


eleventh floor of 100 William Street, the 
headquarters of the Westchester has 
all the appearances of any other hust- 
ling fire insurance office. Behind an 
opaque glass door, however, which se- 
cludes the executive offices from the 
remainder, a different atmosphere ex- 
ists. It is far less nerve-racking than 
outside. One relaxes and is soothed 
by the hospitable, old-fashioned and 
homelike furnishings of the executive 
chambers. An open fire-place, brass 
fender, andirons and blowers, a tall 
grandfather’s clock, which softly strikes 
the hours, and other things in those 
rooms prepare the visitor for a cordial 
welcome, The settings are those of 
forty years ago, although the company 
moved there from its previous home of- 
fice at 66 Wall Street to 100 William 
Street only eighteen years ago. 

The idea of a solid, permanent or- 


ganization is well carried out at the 
home office of the Westchester. Presi- 


dent Schaefer has been with the com- 
Dany since 1889. George R. Crawford, 
president before Mr. Schaefer, came 
with the company in 1864 as secretary, 
was elected president in 1879, and re- 
Mained in that position until 1919 when 
he was elected chairman of the board. 
There are a number of active employes 
In the office who have been in the West- 
chester service for more than twenty- 
five years. 
A Motto For Success 

President Schaefer was asked by The 
Eastern Underwriter why agents and 
employees are so instilled with feelings 
of loyalty to the Westchester. “We 
tell our staff and field men to work con- 
sclentiously for the interests of the 


company,” replied Mr. Schaefer, “and 
not center thoughts wholly upon them- 
selves. The employee who works faith- 
fully for his company and helps the or- 
ganization is in reality best advancing 
himself. His efforts are bound to be 
recognized and rewarded, and as a con- 
sequence both he and his company are 
going to progress further and more rap- 
idly than the person who works his 
company, with self-advancement only at 
heart, rather than working for his com- 
pany. 

“In our business relations we strive 
for mutual satisfaction,” continued Mr. 
Schaefer. “That, I believe, helps to ex- 
plain why the Westchester has made 
steady progress in fire insurance. We 
aim to give our assureds, agents and 
employees everything that is justly 
theirs by virtue of their efforts. We 
try not to bother our fieldmen unnec- 
essarily, nor to criticize them unless 
something big has gone wrong. While 
we maintain a reasonable surveyance 
over our channels of production we 
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C. B. 


G. GAILLARD 


make it a point not to over-burden our 
agents with correspondence. 

“This self-reliance which we foster 
among our agents, of course, is only 
possible through careful selections and 
long connections. The personal rela- 
tions have greatly enhanced the popu- 
larity of the Westchester and placed it 
in a firm position wherever it operates.” 

President Schaefer’s Career 

Mr. Schaefer’s somewhat serious 
facial expression belies his personality. 
He is in reality democratic, modest and 
cordial. His vigor is magnetic and in- 
spiring, but tempered with a charm 
of manner which stimulates action 
among those to whom he. speaks. 
Like most fire insurance executives 
he has made his way up from the 
bottom of the ladder. About the 
time that Mr. Schaefer graduated from 
grammar school his father died. Unde- 
cided at first whether to prepare for col- 
lege as he wished or go to work, he 
finally abandoned his plans for higher 
education. Answering a ‘Want’ adver- 
tisement in the New York Herald in 
1889 he secured a position as office boy 
with the Westchester, then located at 
27 Pine Street. Mr. Schaefer has re- 
mained with the same company 
throughout his entire insurance career 
to date. 

Succeeding years with the company 
took Mr. Schaefer through the regular 
channels of promotion inside the office. 
Within a few years he was appointed 
assistant to Assistant Secretary John 
H. Kelly and gained experience in field 
work. He was made assistant secre- 
tary of the company in 1907. An out- 
standing ability to assimilate details of 


fire underwriting led to his appoint- 
ment in charge of all the company’s un- 
derwriting outside the New York met- 
ropolitan area. Higher promotions fol- 
lowed rapidly. In 1913, Mr. Schaefer 
became secretary; vice-president in 
1916 and president in 1919. 
Clutia a College Graduate 

Vice-President Harry H. Clutia, who 
along with President Schaefer and Sec- 
retary C. B. G. Gaillard constitute the 
three big men of the Westchester, is 
one of the limited number of fire insur- 
ance executives who entered the busi- 
ness after graduating from _ college. 
Born on November 7, 1879, at Amherst, 
Mass., he was graduated from Amherst 
College in 1901, and in the same year 
went with the Norwich Union as map 
clerk in the home office. Later he was 
made an examiner. He transferred to 
the Greenwich Fire in 1903 and re- 
mained with that company until the 
Baltimore fire put it out of business. 
For awhile he was in Memphis, Tenn., 
with the W. L. Nelson general agency 
in full charge of fire underwriting. Re 
turning to New York Mr. Clutia joined 
the Edward E. Hall general agency as 
special agent for the New England and 
Eastern New York territory, with head- 
quarters here and in Boston. In 1910 
he went with the Continental as Dis- 
trict Superintendent. 

Later Mr. Clutia was made assistant 
to Mr. Lopez for the southern territory. 
When the Fidelity Underwriters moved 
the western headquarters east, Mr. 
Clutia was placed in charge. He super- 
vised underwriting from Pennsylvania 
to the Pacific Coast. In 1915 he re 
signed to bécome agency manager of 
the Westchester, was elected secretary 
of the company in 1916 and vice-presi- 
dent in 1919. 

A Sprinklered Risk Expert 

Secretary Gaillard entered the busi- 
ness as a file boy, with the Sun of Lon- 
don, and subsequently went with the 
old firm of George A. Stanton & Com- 
pany, who were pioneers in the develop- 
ment and underwriting of sprinklered. 
business. Through office and inspec 
tion work, he obtained a knowledge of 
the fundamentals of sprinkler protec 
tion that has since proven invaluable. 

After going through the various 
grades in the Stanton office, Mr. Gail- 
lard went with Fred S. James & Com- 
pany as agency superintendent, after- 
wards being promoted to assistant man 
ager of their companies, in charge of 
the development and underwriting of 
the business in the eastern states. 

In September, 1918, he resigned to go 
with the Westchester as secretary, and 
now supervises the underwriting of 
most of the eastern business, handling 
the territory from Maine to Louisiana 
exclusive, excepting New York and New 
Jersey. 
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All three executive officers are mem- 
bers of important committees of the 
company organizations to which the 
Westchester belongs. 

The Westchester is licensed in all 
the states except Delaware and Mis- 
sissippi, and also operates in Canada 
in seven provinces. The four branch 
offices of the company are located as 


follows: Western department, Chica- 
go, with Walter EF. Miller in charge; 
Mountain department, Denver, with 


H. T. Lamey as head; 
partment, San 
of Connecticut 


Pacific Coast de- 
Francisco, joint office 
with Dick & Simpson; 
Canadian department, Montreal, joint 
office with Phoenix of Hartford with 
J. W. Tatley. 

The company has affiliations with all 
the principal underwriting organiza- 
tions in the country. In the middle- 
west it is a member of the Western Un- 


ion. It writes fire, marine, explosion, 
riot and strike, automobile, sprinkler 
leakage, registered mail, hail, civil 


commotion, inland navigation and trans- 
portation and tornado insurance. 
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LUNCHEON TO DANA PIERCE 


(Continued from page 1) 


the Underwriters Laboratories had not 
aimed at such a high standard, if its 
tremendous power in having the last 
word were abused, if it had shown fav- 
oritism, there might be a stirring pro- 
test throughout the world of industry 
and the charge that the Laboratories 
were arbitrary could be made. But the 
Laboratories have won the respect of 
the world of industry; they have been 
reasonable; they have shown that 
their only aim is to protect the public 
interest; and it has everywhere been 
recognized that safety first is its un- 
derlying principle. 

“The industries realize that by sub 
jecting their products to your splendid 
organization in Chicago they can con- 
stantly move forward,” he said. “Your 
constructive and destructive criticisms 
improve product. Your organization is 
such and our experience with it is such, 
that we have implicit confidence that 
whenever we go before the Underwrit- 
ers Laboratories we get a square deal.” 

Mr. Morrison then paid tribute to 
Mr. Pierce saying that he not only had 
intelligence, but character. He con- 
cluded by declaring that such work as 
that of the Underwriters Laboratories 
is bound to make friends for the in- 
surance business not only in industry 
and with the public generally but in 
the legislatures as well. 

Mr. Darlington and Mr. Pierce Speak 

Mr. Darlington also praised the Lab- 
oratories, its fine organization and Mr. 
Pierce. He said it was a forward, pro- 
gressive organization in every respect. 

Mr. Pierce made a short talk expres- 
sing his appreciation of the Insurance 
Society in honoring him, expressed 
his pleasure for what the speakers had 
said of him and the Laboratories. He 
began by paying a tribute to Mr. Mer- 
rill’s memory, and continuing he said: 

“T take up my work as _ president 
with greater confidence in that I can 
count upon the entire loyalty and de- 
votion, not only of the vice-president 
of the Underwriters Laboratories, <A. 
R. Small, who has been so long asso 
ciated with the work, and who has ac 
complished so much of a constructive 
nature for the Laboratories in many 
of its departments, and who has estab- 
lished close and _ pleasant relations 
with insurance and the industries, but 
also the co-operation and devotion of 
all the departmental heads and engin- 
eers. Upon their experience and tech- 
nical skill and judgment the actual en- 
gineering results of the Laboratories 
so largely depends.” 

Career of Daria Pierce 

Few men in the insurance fraternity 
can match the educational advantag- 
es which Mr, Pierce has had. A grad- 
uate of the high school at Newton, 
Mass., he went through Amherst and 
then took post graduate work in Har- 
vard, Cornell and Johns Hopkins. He 
specialized in mathematics and phys- 
ics. From 1892 to 1899 he was master 
in the Hotchkiss School (where stu- 
dents are prepared for Yale) at Lake- 
ville, Conn. 

From 1901 to 1906 he was teacher in 
physics in the school of Science and 
Technology, Pratt Institute, Brooklyn. 
From there he went to the Underwrit: 
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One of Mr. Pierce’s most important 
activities in recent years has been as 
chairman of the electrical code com- 
mittee of the National Fire Protection 
Association. There have been, of 
course, constant changes of the rules 
to keep pace with technical progress 
and all of the work has had the un- 
qualified endorsement of the electric- 
al industry, aS well as that of the con- 
tractors and manufacturers. Mr. Pierce 
has also had charge of electrical fire 
alarm system work. 

Mr. Pierce has been a member of 
the American Engineering Standards 
Committee since its inception; also a 
member of the executive and rules 
committee; and in addition has been 
secretary of the Electrical Safety 
Conference. He is second vice-presi- 
dent of the National Fire Protection 
Association. 

Among Those Present 

Among those who attended the lun- 
cheon were F. B. Kellam, Royal; 
Messrs Mallalieu, Booth and Woolson, 
National Board of Fire Underwriters; 


S. R. Kennedy, Fidelity-Phenix; Car- 
roll L. Dewitt, Fred S. James & Com- 
pany; Ira G. Hoagland, National Au- 


tomatic Sprinkler Association; J. R. 
Strong. Association of Electragists; 
Frederic Nicholas, executive secretary, 
Electrical Manufacturers Council; H. 
S. Wynkoof, Bureau of Gas and Elec- 
tricity; C. C. Johnson, vice-president 
American District Telegraph Compa- 
ny; Simon B. Hess, president, Inter- 
national Electric Protective Associa- 
tion; E. H. Rodgers, general plant 
manager, Holmes Electric . Protective 
Company; Frank F. Rowell, New York 
City; also James G. Maconachy, Niag- 
ara; H. L. Miner, manager, Fire Pro- 
tection Division, FE. I. duPont de Nem- 
ours & Company; George A. Clarke, 
Continental; C. L. Purdin, Liverpool & 
London & Globe; Arthur Pope, repre- 
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senting electric lighting companies jp 
New York City; Jesse 8S. Phillips and 
Albert W. Whitney, National Bureau of 
Casualty & Surety Underwriters; F, J 
T. Stewart and William B. 
C. Forsyth, New York Board of Fire 
Underwriters; Sumner Rhoades, New 
York Fire Insurance Rating Organiza- 
tion; Franklin H. Wentworth, National 
Fire Protection Association; (William 
P. Young, secretary and general man. 
ager, National Automobile Undervwrit. 
ers Conference; Bennett Ellison, Hoey 
& Ellison; Willis O. Robb, Manager, 
New York Fire Insurance Exchange: 
Thomas J. Spence, G. E. Breun, Subur. 


White, J, 


ban Fire Insurance Exchange: [, 
Harding, manager, Underwriters Bu- 


reau of the Middle & Southern, States: 
C. B. Alling, Underwriters Lahorator. 
ies, Chicago; John H. Kenney, Under. 
writers Association of Baltimore: Rob- 
ert B. Shepard, E. P. Slack, C, J, 
Krieger, J. F. Kelley, and R. A. Wood. 
cock, all of the Underwriters Labora- 
tories of New York. 





CITY FIRE LOSSES REDUCED 
Figures For Ten Months of 1923 Show 
a Reduction of 22% Over Those 
of Last Year 

Interest in the monthly meetings of 
the New York Board of Fire Underwrit- 
ers centers in the report on the volume 
of the city’s fire losses. In contrast to 
the discouraging increases in the losses 
which have come with almost unbrok- 
en regularity until this year, the 1923 
figures to date show a decided reduc- 
tion as compared with the same period 
last year. The incurred fire loss record 
for the ten months as submitted at the 
November meeting last week showed 
3,811 fires, with a property loss of $14, 
278,000, as compared with 3,603 fires 
with a loss of $18,357,000 in the same 
months of 1922. 

These committee losses are. only 
those where more than three offices are 
interested and are calculated to consti- 
tute about 60% of all fire losses in the 
city. On that percentage basis the en- 
tire fire loss of New York City for the 
first ten months of this year will ap- 
proximate $23,790,000, as against $30, 
590,000 for the same period in 1922. 
This amounts to a percentage decrease 
of 22.2%. 





HYDE ORDERS FIRE RATE CUT 


A 15 per cent reduction in fire, tor- 
nado and hail insurance rates, effec: 
tive December 1, was ordered late last 
week by Superintendent Ben ©. Hyde 
of Missouri. This order will affect 
about 150 stock fire insurance compa- 
nies operating in that state. The is- 
sue whether a permanent injunction 
against the rate reduction order can 
be secured by the companies will be 
decided soon in the Cole County Cit 
cuit Court. 





MUTUAL MAN DIES 

Benjamin F. Beery, secretary-treas- 
urer of the West Rockingham Mutual 
Fire Insurance Company, West Rock 
ingham, Va., died at his home in Mt. 
Clinton at the age of seventy-one. The 
West Rockingham Fire is one of the 
largest co-operative organizations 1 
the country. 
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I've invented a new plan to help soli- 
citors discover the right man to talk to 
when they visit a new concern. 


It’s a simple affair—all good ideas 


are. 

It consists of saying—‘“I want to talk 
to the man in this establishment who 
makes the decisions.” 

That’s all there is to it, but observe 
please its strategic psychology. 

It will work two ways. If the man 
you say it to isn’t the chap who makes 
decisions, he’s likely to tell you who 
does and if he is the man who thinks 
he can make them, but can’t actually 
seem to, he’s very likely to make a 
prodigious effort to do so because his 
pride urges him along—You’ve sort of 
challenged him, so to speak. 

Of course a smile helps when you 
gay it. 

One of the greatest difficulties in the 
way of attempting to conduct business 
is the man who can’t reach conclusions 
—the man who has formed the habit 
of passing the buck. He would rather 
pass up the opportunity of growth than 
assume the responsibility of quick de- 
cisions, for fear his judgment might 
turn out to be wrong. 

He’s a great boy isn’t he? 

And speaking of buck passing, how 
the custom has grown, resolving itself 
inmany instances to the plan of holding 
conferences and appointing committees 
toarrive at nearly all decisions, most of 
which by the way are actually non- 
committal. 


But I observe that when an ocean 
steamship sails away with its precious 
freight of souls and cargo, the com- 
mand is never placed in the hands of 
a committee, for if it were the ship 
would probably anchor off the grand 
banks while the officers gathered in 
the cabin for a conference in order to 
determine which way to proceed. 

So it seems to me that the best per- 
son with whom to hold a conference is 
oneself and even that one ought not 
to be too long. 


SHhCrage raed, _ 


BOSTON ADOPTS CREDIT RULE 








Board and Conference Agree That Pre- 
miums Must Be Paid in 60 Days 
or Fire Policies Cancelled 

Boston has taken definite and uncom- 
promising steps with regard to the 
credit extension evil by formulating a 
rule that premiums on all fire policies 
must be paid by the end of the second 
month following the issuance of the 
contract or the policy returned for can- 
cellation. This sixty day credit ruling 
was adopted through the medium of the 
Clearing House and with the coopera- 
tion of the Boston Board and the Bos- 
ton Metropolitan Conference. The rul- 
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ing applies to all agents and brokers. 


Under the plan, which becomes effec- 
tive January 1, 1924, fire insurance of- 
fices will report to the Clearing House 
the names of all brokers and agents 
having any premiums due and unpaid 
on the last day of the grace period. 
Failure to pay the premium or return 
the policy for cancellation within the 
sixty days will be in violation of the 
rules of the Boston Board and Metro- 
politan Conference, and persons violat- 
ing the rules will be liable to revoca- 
tion of their licenses. Agents or brok- 


ers that may attempt to continue to 
refuse to abide by the new ruling will 
be reported to the State Insurance De- 
partment and severely disciplined. 


This step on the part of Boston is 
certainly to be commended. There are 
apparently no loopholes in the scheme 
and if it is rigidly enforced will unques- 
tionably go a long way toward reliev- 
ing the evil situation which arises when 
companies allow unpaid balances to be 
dragged out indefinitely on the plea 
that special privileges should be grant- 
ed to large accounts. 








HEAD 


C. M. BERGER, 








Guarantee and 
Company, Limited 


OF LONDON, ENGLAND 


The Sign 
| of Good Casualty Insurance 





Accident 


OFFICE 


UNITED STATES BRANCH 
134 South La Salle Street 
CHICAGO 


F. W. LAWSON, 


General Manager 
Deputy Manager 


The company of “super service” is not a name that has 
been “applied” to the London Guarantee & Accident. It 
| is a name well earned in more than fifty years of close 


co-operation with its agents. 


Over sixty years 
of public service 


= 


100 William Street, New York City 





F. W. Lawson, 
Chairman of the Board 


Percival Beresford, President 

Geo. R. Packard, Vice-President 
Herbert W. Ellis, Vice-President 
Howard Terhune, Secretary 

A. H. Hellriegel, Treasurer 

Frank J. Goodwin, Assistant Secretary 


Over sixty years of public service faithfully performed 
have established the United Firemen’s as an institution 
of utmost dependability. An old reliable company writing 
Fire, Tornado and Automobile Insurance. 





INCORPORA 


UNITED 
FIREMEN’S INSURANCE : 


COMPANY 


a SJ 


TED 1860 














24 


-- ‘THE EASTERN 


UNDERWRITER 





November 30, 19 





London Press On 
Japanese Payments 


NO REASON FOR CONCESSIONS 





Earthquake Risk Positively Excluded; 
Banks Here Ask Whether U. S. 
Branches Will Be Affected; 


Answer “No” 





Several large banks in New York City 
have been making inquiries regarding 
the effect the Japanese settlement of 
earthquake losses will have upon the 
credit and strength of those companies. 
It has been agreed, as already publish- 
ed, that the companies will make ex 
gratia payments of 10% on policies cov- 
ering property destroyed by the earth- 
quake, the Japanese government sup- 
plying funds where needed in the form 
of long term, low rate, loans. As far 
as the United States branches of Jap- 
anese companies are concerned their se- 
curity is absolutely firm. No funds 
can be withdrawn for remittance to 
Japan, even if needed, without the con- 
sent of the New York State Insurance 
Department; and that consent would 
not be given until all American claim- 
ants and policyholders were fully pro- 
tected. 

There is no way of making positive 
statements regarding the integrity of 
the home offices of the Japanese com- 
panies, but it is generally regarded that 
the 10% payments will not make seri- 
ous inroads on the financial strength of 
those fire and marine insurance compa- 
nies. It must be remembered that the 
agreement to pay was made voluntarily 
and the companies would not willingly 
injure themselves. 

In England there has been some con- 
troversy as to the liability of English 
re-insurers of Japanese companies un- 
der ex-gratia payments. The cable- 
gram from Japan to this country stat- 
ing the terms of the settlement declared 
that the Japanese companies would not 
make demands on their foreign rein- 
surers. Nevertheless, the stories which 
appeared in leading London newspapers 
recently are of interest, the “Daily 
Mail” and “The Times” having devoted 
considerable space to discussion of the 
Japanese losses. 

Regarding ex-gratia payments the 
“Daily Mail” said on October 31: 

“Between £15,000,000 and £30,000,- 
000 of BRtish money is involved in a 
decision now awaited from the Japan- 
ese Government in connection with in- 
surance payments for losses in the re- 
cent earthquake. While most of the 
property destroyed was insured with 
Japanese companies, the policies of 
which exclude earthquake risks, it is 
the practice of the Japanese companies 
to reinsure with British companies, and 
there is a clause in these reinsurance 
policies which provides that if the Jap- 
anese companies decide to make a pay- 
ment ex-gratia (not provided for in 
their policies) the British companies 
shall also meet the ex-gratia payment 
on the reinsurance policy.” 

Opinion of “The Times” 

The reply to the Daily Mail view of 
ex-gratia payments may be given by 
The Times.—‘Tt is true that a large pro- 
portion of the fire risks assumed by the 
Japanese offices has been reinsured 
with British companies, and that it is 
customary when an original company 
makes an ex-gratia payment for the re- 
insurance company to support the de- 
cision. But if they thought there was 
any need for it, the British companies 
will have made it clear at once that 
there would be no precedent for an ex- 
gratia payment in the present case. It 
is well understood in fire insurance that 
ex-gratia payments are only justified 
when no large principal is involved. 








The Grange Automobile Liability 
Company has been formed to provide 
automobile insurance to members of 
the National Grange and was approved 
at a meeting in Pittsburgh last week. 


They might be made, for instance, 
when there was obviously an intention 
on the part of a property-owner to be 
adequately insured, but, owing to some 
oversight, the intention was not ful- 
filled. In the case of fire insurance in 
Japan, the regulations of the Japanese 
Fire Insurance Association prohibited 
the insurance companies from issuing 
policies which, unless special arrange- 
ments were made, did not specifically 
exclude the earthquake risk. It was 
generally known that the risk was ex- 
cluded, and to make any sort of pay- 
ment in respect of risks definitely ex- 
cluded would be to imperil the sound 
methods on which fire insurance is con- 
ducted. A liberal interpretation by un- 
derwriters of their liabilities conduces 
to the credit of insurance. The setting 
at naught of the essential conditions of 
a contract would be extremely danger- 
ous to the character of insurance and 
could not be endorsed by British man- 
agers responsible for the conduct of the 
business on proper lines.” 

On the general subject of liability for 
losses in the disaster, “The Times” 
summarizes the position concisely :-— 
“While arrangements are now in train 
for the settlement of those claims aris- 
ing out of the earthquake in Japan 
which fall on marine policies, there is 
no change, we believe in the attitude 
of the British fire insurance companies. 
The position of both the marine and 
the fire underwriters seems quite clear. 
The marine underwriters are taking 
steps to settle all claims due to risks 
for which they assumed liability. The 
fire underwriters, in the case of the 
great mass of business, specifically ex 
cluded the risk of earthquake, and so 
they are not liable for loss due to that 
cause. As a rule, they only accepted 
the earthquake risk when, for doing so, 
they received a rate of premium far 
higher than the ordinary fire insurance 


premium. These special earthquake 
insurance policies are in a class by 
themselves. As regards the ordinary 


fire insurance policies, the British in- 
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surance companies can only be inter- 
ested observers of the various com- 
ments that are made on the subject of 
fire insurance in Japan and of such de- 
velopments as a reported willingness 
on the part of certain Japanese compa- 
nies to pay 10% of the values which 
have been insured against fire risks.” 
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NOVEL RAIN POLICY 

W. S. and J. J. McCarty Co., Corning, 

N. Y., Sell Insurance To News. 
paper: Dollar Day Sale 





The W. 8. and J. J. McCarty (Co 
Corning, N. Y., has sold rain insuranc 
to the “Evening Leader” of that city 
It was done in an unusual way. 

Local merchants were staging a Dol 
lar Day sale which was being adver 
tised in the Evening Leader at con 
siderable expense, The McCarts 
Agency had issned a_ Rain policy t 
the Evening Leader to the extent of 
this advertising. Insured against loss 
the Evening Leader promised to re 
fund to the merchants the money pai 
for the advertising in the event that it 
rained one-tenth of an inch on the daj 
of the sale. 

Had this occurred between the hours 
of nine and twelve on the day stipu 
lated the Dollar Dav advertising would 
have been paid for by The Hom 
through The W. S. & J. J. McCart 
Co. Neither the newspapers nor thé 
merchants would have lost any money 

Just before Christmas, in late No 
vember and the early part of Decem 
ber, merchants do more advertising 
than at any other time of the year 
This is their heaviest selling time and 
naturally their selling expenses are 
increased. If it rains they do not g¢t 
an adequate return for their money. 





INSURANCE BOOTLEGGERS UNDER 
COVER 

Since the advent of Superintendent 
Stoddard’s fleet-footed sleuths  up0ol 
William Street there has been a notice 
able depreciation in insurance boot 
leggers with requests for cut rates, pal- 
ticularly in auto fleet lines. Companies 
that heretofore wrote this class of bust 
ness are even refusing to consider fleet 
business even at manual and when this 
cover is written are making special ef: 
forts to write strictly according to man 


The Pennsylvania Supreme Court 0 
November 19 sustained the conviction 
of another person by the Philadelphié 
Court of Arson, who was sentenced 
pay a fine of $1,000 and to serve at 
seven to ten years in the Eastern Pent 
tentiary. 
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Fundamentals of New 
And Important Cover 


LINE THOROUGHLY EXPLAINED 


S. D. Pinney, of Travelers, Discussed 
Miscellaneous Property Damage 
Insurance Before Casualty Body 





A most excellent paper on the im- 
portant subject of miscellaneous prop- 
erty damage insurance was read by 
Sydney D. Pinney, of the Travelers, 
at the last meeting of the Casualty 
Actuarial Society. That Society, ‘by 
the way, has established itself as an 
educational body of considerable im- 
portance. Its proceedings are unusually 
interesting and worth while. Here is 
what Mr. Pinney said: 

Property damage insurance, as such 
needs no introduction to the insurance 
world, inasmuch as certain types of 
this form of coverage have been suc- 
cessfully underwritten in this coun- 
try for many years. Teams _ property 
damage insurance and automobile pro- 
perty damage insurance date back for 
a quarter of a century, or so, and like- 
wise, elevator property damage insur- 


ance has been written for the past 
decade. Moreover, this type of cover- 


age has been provided in the past as 
an integral part of the coverage under 
certain forms of insurance, such as 
steam boiler insurance, engine and fly- 
wheel insurance, aircraft insurance, 
and sprinkler leakage insurance. 

It is only within the past year or 
two, however, that attention has been 
directed toward the extension of prop- 
erty damage insurance known as P. D. 
I. in other fields to supplement the var- 
ious forms of public liability insurance 


known as P. L. L, already existent. 
A P. L. I. policy provides indemnity 


on account of the legal liability of the 
assured for bodily injuries sustained 
by members of the public. However, 
it often happens that the same acci- 
dent producing the bodily injuries will 
also cause considerable property dam- 
age for which the assured is equally 
liable, and yet such damage is not 
covered under the P. L. I. policy. ‘Tn- 
asmuch as this condition has often 
been the cause of dissatisfaction on 
the part of the policyholder, it was 
natural that there should have been 
a growing demand for this additional 
coverage. In recognition of this de- 
mand, therefore, the insurance carri- 
ers, through the National Bureau of 
Casualty & Surety Underwriters, set 
about in the latter part of 1922, to de- 
velop the necessary underwriting rules, 
policy forms and rates for the so-called 
miscellaneous lines of P. D. I. These 
include manufacturers’ and contract-- 
ors’ P. D. I., owners’, landlords’ and 
tenants’ P. D. I., residence, farm and 
private estate P. D. I., theatre P. D. L, 
owners’ or contractors’ protective P. 
D. L, and a revised form of elevator 
Er DT 

Elevator P. D. I. Broadest Form 

At this point it might be well to call 
attention to the fact that in the past 
elevator P. D. IL, as generally written, 
has covered not only damage to the 
property of persons other than the as- 
sured but has also included coverage 
on the elevator itself and the elevator 
shaftway, in the event of damage due 
to the collision of the elevator with 
another object. In other words, the 
So-called elevator P. D. I. was in real- 
ity a combination of elevator property 
damage and collision coverage. The 
desirability of breaking up the cover- 
age formerly offered, into two distinct 
forms, elevator P. D. I. and elevator 
collision insurance, twas appreciated 
and consequently it is now possible to 
Write straight elevator P. D. I. without 
including the collision features. The 
Present coverage afforded under an el- 
evator P. D. I. contract is broader than 
that offered under the other forms of 
P. D. I. since it includes damage of pro- 
berty (other than that of the assured) 
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in the care or custody of the assured 
or his employes. It should be noted, 
however, that elevator collision insur- 
ance may be written only when con- 
current elevator P. L. I. and elevator 
P. D. I. are carried in the same compa- 
ny. Moreover, the collision insurance 
does not cover loss of use. 

In view of the purpose for which the 
various lines of P. D. I. were designed 
it was stipulated at the outset that in 
all cases where this form of insur- 
ance was desired it would also be nec- 
essary to carry concurrent P. L. I. 
In this connection it was felt that 
probably the most satisfactory means 
of providing P. D. I. would be _ by 
means of a certificate attached to the 
P. L. I. contract. It is interesting to 
note that the carrying of concurrent 
teams P. L. I. is a necessary prerequi- 
site to the issuance of a teams P. D. L. 
contract, and also it is considered good 
underwriting to usually require that 
concurrent automobile P. L. I. be car- 
ried before automobile P. D. I. will be 
written. 

It was also recognized that ‘this new 
form of P. D. I. should be so develop- 
ed that it would not! conflict with lines 
of insurance already in existence. The 
standard form of coverage, therefore, 
specifically excludes coverage for prop- 
erty damage if due to causes which are 
properly the subject of an individual 
form of P. D. I. such as elevator P. D. L., 
aircraft insurance, team P. D. L, auto 
P. D. I., steam boiler insurance, engine 
and flywheel insurance and electrical 
machinery insurance. 

Cover Under Standard Policy Form 

In further respect to the coverage to 
be afforded it was formulated as a gen- 
eral rule that the standard form of 
policy would not include coverage for 
damage to the property of the assured, 
or to property leased, occupied, used 
by or in the care or custody of the 
assured or any of his employes. This 
standard exception clause is modified 
in the case of élevator P. D. I., as al- 
ready pointed out, in that property in 
the care or custody of the assured is 
covered. Under both the teams and 
automobile P. D. I. contracts, the ex- 
clusions are similar to those expressed 
in the standard clause above. 

The standard form of coverage also 
includes liability for loss of use, but, 
excludes contractual liability for prop- 
erty damage or loss of use. Contract- 
ual P. D. L, including loss of use, may 
be written however, under a special 
form of contract. 

There was considerable discussion 
as to the desirability of including cov- 
erage on property damage if due to 
fire. It must be realized that it is only 
insofar as the legal liability of the as- 
sured for damage to the property of 
the public is concerned that the fire 
hazard need be taken into considera- 
tion. It was felt by some that this 
constituted a very serious hazard and 
should not be covered under the P. D. 
I. contract, especially since such in- 
clusion might prove an incentive for 
fire insurance companies to exercise 
their subrogation rights more frequent- 
ly than heretofore, and thus react to 
the very distinct disadvantage of the 
casualty companies. On the other 
hand, it was pointed out that as a mat- 
ter of fact, in the majority of risks, 
the hazard due to this source would 
be negligible and furthermore in the 


case of those risks which did contain 
a real fire hazard, the fact would be 
fully recognized in determining the 
rate for that class of risks. Moreover, 
this constituted an insurable hazard 
for which coverage would be desired 
by the policyholder in order to pro- 
vide himself with complete protection. 
It was finally decided to make no ex- 
clusion on account of property damage 
due to fire, for which the assured 
might be held legally liable. 

In the case of certain classes of 
risks there is considerable hazard 
from the standpoint of P. D. I. due to 
the likelihood of an explosion. In other 
risks, particularly contracting risks, 
there is often found a very real haz- 
ard due to the chance of causing the 
collapse or undermining of adjoining 
property. Consequently, it was felt 
necessary to provide coverage for such 
risks cn two bases,—either complete 
coverage, including the hazards due 
to the explosion or building collapse 
features or on a limited coverage basis, 
excluding liability fer property damage 
due to either or both of these causes. 

The standard limit of insurance un- 
der the P. D. I.‘contract is $1,000 for 
any one accident, and no contract for 
P. D. I. shall be written at a lower 
limit than this. It is possible to issue 
insurance at higher limits, however, 
subject to the provision that the limit 
of insurance shall not exceed the 
gross limit of the concurrent P. L. I. 


policy. It is interesting to note that 
the P. D. I. contract provides contin- 
uous and complete coverage, subject 


of course, to the policy limit for any 
one accident, throughout the term of 
insurance, as stated in the contract, 
regardless of the number of accidents 
which may occur. In this respect it fol- 


lows the P. L. I. contract rather than 
the fire insurance contract, for ex- 
ample. 


The Deductible Average Coverage 
The question»ef providing deductible 


average coverage under the P. D. I. 
contract was also the subject of con- 
siderable debate. Inasmuch as P. D. I, 
will be in a more or less experimental 
stage for some time to come, so far 
as rates are concerned, it was deemed 
advisable to provide no definite set of 
rules or rates for this particular fea- 
ture for the present. However, in the 
event that such coverage is desired it 
will be taken care of by special rate 
consideration based upon the merits 
of the individual case. If in the future 
the demand for deductible average P. 
D. I. becomes considerable, it is con- 
templated that the necessary rules 
and rates may then be determined and 
made a part of the rate manual. 


In general, the underwriting rules 
governing the writing of the various 
lines of P. D. I., other than teams and 
automobiles, parallel the rules govern- 
ing the writing of the respective forms 
of P. L. I. The exceptions to the gen- 
eral rules have been based upon the 
special features peculiar to P. D. L., as 
already mentioned. The same classi- 
fications also are made use of for P 
D. I. as are used in writing P. L. I. 

The establishment of a set of rates 
for the various classifications was of 
necessity based largely upon judg- 
ment, inasmuch as there were no sta- 
tistics available, with the exception of 
elevator P. D. I. and even for that 
class of business, the experience was 
very limited and of little value for the 
purpose of rate-making. 


Determination of Rates 


When the question of rates was first 
condidered it was ‘thought that the 
rates for P. D. I. should be determined 
by simply taking a fixed percentage of 
the corresponding rate for P. L. I. It 
was soon found, however, that such a 
basis would not produce logical results 
due to the fact that in certain classi- 
fications the property damage hazard 
bore a much higher relationship to the 
public liability hazard than in other 
classes. Consequently, the method fi- 
nally followed in determining the rates 
was to take up each classification in- 
dividually and assign a rate based upon 
consideration of the various hazards 
which might be encountered in each 
class, the importance of the specific 
hazards being judged largely on the 
basis of engineering as well as un- 
derwriting experience. It is evident 
that the hazards found in the contrac- 
ting classes differ materially from 
those to be found in the manufactur- 
ing classes. Likewise the hazards in 
the owners’, landlords’ and_ tenants’ 

(Continued on page 28) 
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Marine Lectures Meet 
With Instant Success 


APPLICANTS ARE TURNED AWAY 





Even “S. R. O.” Sign Removed After 
166 Have Been Registered; Many 
Excellent Lecturers 
Instant marked the in- 
auguration by the Insurance Society of 


success has 


New York of its course on marine in- 
surance. Two lectures have been held 
thus far, attendance at both of them 


more than crowding the main chamber 
of the New York Under- 
writers. One hundred and sixty-six 
persons have registered for the marine 
insurance course and twenty-five appli- 
cunts have heen denied the privilege of 
registering on account of lack of seat- 
The popular reception this 
receiving goes beyond the 
dreams of those who conceived the idea 
last spring of featuring marine insur- 
unce this year with the Society. 


Board of Fire 


INE space, 


course is 


No other course given by the Society 
has such a large registration as marine 
insurance. This is partly explained by 


the fact that these are the first marine 
lectures given. Even though the fire 
and casualty courses are divided into 


three years, representing junior, inter 
mediate and senior the com- 
bined classes of either do not equal the 
murine registration. An analysis of the 
registration shows that although a pre 
ponderance of the marine students 
from marine insurance’ offices 
there are many from exporting houses, 
banks, and other insurance companies. 
Marine insurance is today such a close 
companion to trade and finance that 
knowledge of the subject is ab- 
solutely essential to commercial busi- 
ness efficiency. 

What 


Courses, 


come 


some 


makes the large attendance at 


the Insurance Society lectures all the 
more remarkable is that both Colum- 
bia and New York University have 
given marine courses for a few years, 
and W. D. Winter, vice-president of the 
Atlantic Mutual, several years ago 
wrote a comprehensive text-book on 
marine insurance. Mr. Winter has 


been one of the guiding spirits in all 
the marine courses given by the two 
universities mentioned and by the So- 
ciety. 

The Society’s course numbers among 
its lecturers many leading murine insur 
ance authorities in this country. Hen- 
don Chubb, of Chubb & Son; William 
H. McGee, of W. H. McGee & Co.; Sam 


uel D. MeComb, of the Marine Office of 
America; F. H. Cauty, United States 
manager of the Thames & Mersey; 
Charles R. Page, of the Fireman’s 


Fund; J. Stewart Gilbertson, of Talbot, 
Bird & Co.; Hawley T. Chester, of 
Platt, Fuller & Co.; A. L. Goldby, of 


W. H. McGee & 
LaBoyteaux, president of Johnson & 
Higgins, are all without superiors in 
the marine insurance business. 

Mr. Winter delivered the first lecture 
on November 15, giving an_ historical 
sketch of marine insurance. Due to the 
illness of Mr. Goldby, Mr. Chubb lec- 
tured last Thursday, and Mr. Goldby 
will talk on present day insurance in 
London next Thursday, December 6. 
Mr. Chubb described the New York 
marine market as it is constituted to- 
day, pointing out how it lacks the inter- 
national character of the London mar- 
ket because it draws its business prin- 
cipally from American exports and im- 
ports, but is one of the world’s leading 


Co.; and William H. 


marine centers nevertheless. He also 
briefly sketched marine rate-making. 
These lectures are, of course, princi- 


pally elemental, but of intense value 
to those handling marine insurance re- 
sponsibilities in one form or another. 


McGEE SEES IMPROVEMENT 
His Optimistic Remarks on Hull Insur- 
ance Draw Irate Remarks From 
English Insurance Journal 


William H. McGee, head of W. H. 
McGee & Co., one of New York’s leading 
murine underwriting agencies, recently 
contributed an article to “Fairplay,” 
the well-known English shipping and 
insurance journal, in which he broke 
away from the proverbially pessimistic 
attitude and spoke of an improvement 
in the hull insurance business in this 
country. He gave as a basis for his 
reasoning the meeting of minds in Eng- 
lind among underwriters who agreed 
that no further reductions be allowed 
in rates or values on hull renewals, con- 
tending that this stiffening of the hull 
market there would end disastrous com- 
petition. 

Another reputable English insurance 
contemporary, “The — Policy-Holder,” 
seems very much grieved that Mr. Me- 
Gee should dare sound a note of optim 
ism. It is all right that this journal 
should disagree with Mr. McGee on 
whether or not an improvement is per- 
ceptible, that being a just privilege, but 
the paper goes farther than that to say 
that soft pedals should always accom- 
pany any remarks about improvement 
because “if an underwriter suggests 
that business is good, the whole of the 
insuring public clamors for reduced 
rates, reduced values and improved 
policy conditions.” The writer closes 
by saying that Mr. McGee’s optimism is 
false and “coming at an inopportune 
moment may do inealculable harm.” 
Whatever may be the motive of “The 
Policy-Holder” in damning all expres 
sions of other than a coal black hue, 
Mr. McGee undoubtedly Knows more 
about market conditions there than the 
much-perturbed writer. 


THROWS OUT AUTO SUIT 

A judge in Montreal last week threw 
out of court a suit brought by an auto 
mobile owner against an insurance 
company for recovery under a_ theft 
policy, on the grounds that the assured 
had left his car parked in a_ public 
street all night, whereas the policy con- 
tained a warranty that the car would 
be kept in a private garage. Because 
of the increased hazard involved the 
judge decided that the assured had no 
cause for action. 

M. W. MARRON MARRIES 

M. W. Marron, marine assistant sec- 
retary of the Aetna Insurance Company, 
and Miss Anna H. Wilson, of Hartford, 
were married November 21 at the home 
of the bride. 

The Automobile Underwriters’ Lunch- 
eon Club resumed its monthly lunch- 
eons on November 27 at the Drug & 
Chemical Club. 








Phone: 








The “‘Home’”’ of Automobile Insurance | 


Chester M. Cloud 


Metropolitan Agent 
Automobile Dept. 





The Home Insurance Co., New York 
59-61 Maiden Lane 
John 


1363 








STATES POSITION OF UNION 





International Marine Organization in 
Past Has Not Been Restricted To 
Limits of Germany 

Certain statements with reference to 
the International Marine Insurance 
Union, published originally in “The 
Scandinavian Shipping Gazette’ and 
later used in this newspaper, are crit- 
icized as being incorrect by the secre- 
tary of the Union, which has its head- 
quarters in Berlin. Parts of the letter 
addressed to the editor of the Scandi- 
navian periodical, containing what are 
stated to be the real facts with regard 
to the international relations of the 
Union, are published herewith: 

(1) “This is the first time that the 
general meeting of the Verband is be- 
ing held outside the frontiers of Ger- 
many...” The truth is that the Inter- 
national Union has more than once 
held its general meeting in other coun- 
tries, for example, in 1898, at Inns- 
bruck, 1902 at Interlaken, 1910 at Lu- 
zern, 1900 and 1911 in Paris—from 1913- 
1920 there were no meetings, as will be 
remembered. 

(2) ‘“...we think that many costly 
mistakes might have been evaded, had 
insurers of all nationalities had a real 
opportunity of meeting...” What you 
suppose to be costly mistakes is a log- 
ical consequence of the aims of our 
meetings. These meetings, according 
to the Unions statutory conditions, 
are intended to unite the companies 
associated to our Union, as well as 
certain representatives specially invit- 
ed by the board. It cannot be, there- 
fore, a question of costly mistakes, if, 
in the interest of that community, cer- 
tain financial considerations with a 
view to the exchange had, in later 
years, duly to be taken care of, 

(3) “The British, Belgian, French 
and Italian insurers stayed away.” This 
is a mistake as far as the Italian un- 
derwriters are concerned. Not only 
that our Italian members have always 
attended the meetings before, and af- 
ter the war, but there have been fur- 
ther, representatives of the national 
committees and associations of Trieste, 
Genoa and Naples present as well as 
a number of companies specially in- 
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vited. I wonder that this has escaped 
your attention, all the more as in 192] 
no less than 25 Italian representatives 


were attending, representing officially 
three committees, five companies ag 
guests and eight companies as mem- 
bers. 

I might add that your good wishes 
for the Salzburg meeting as to the 
greater internationality have unfortu- 
nately not come true, which might 


have easily been foreseen, considering 
the unfortunate political and economic 
situation in Europe. Thus, last year, 
when the meeting was held in Ger. 
many, 23 countries were represented, 
whereas this year, I am sorry to say, 
in spite of the meeting being held out- 
side the German frontiers, representa- 
tives of 15 countries only attended the 
meeting. No British underwriters took 
part in the meeting. 


BRITISH FOR HAGUE RULES 

It is announced that at a meeting of 
representatives of shipowners, shippers, 
bankers and underwriters, recently held 
at the office of the Board of Trade, the 
question of the revision of the Hague 
rules, recently made at the Brussels 
Conference, was discussed, and it was 
decided that the alterations agreed 
upon at Brussels should be adopted in 
the Carriage of Goods by Sea Act, now 
about to be read for the second time in 
Parliament. It is stated that these al- 
terations are of a minor nature, and 
since they were adopted at the Confer- 
ence it is to be presumed that all the 
countries represented have agreed to 
them and that these countries will ad- 
just their own laws, enacted or pro- 
posed, accordingly. If this be properly 
done, underwriters will be satisfied. 
This legislation concerning bills of lad- 
ing has been hanging on for long 
enough.—“Post Magazine.” 





WALTER D. DESPARD DIES 

Walter D, Despard, one of the best 
beloved of marine underwriters in New 
York, died yesterday. He had not been 
active in business for several months. 
As a broker and underwriter for the 
Union-Hispano, Mr. Despard made a 
great personal reputation for himself. 





TRANSFERRED TO DETROIT 

John L. Straughn, Buffalo branch 
manager of the Fidelity & Deposit, has 
been appointed manager of the Detroit 
branch office, succeeding Charles A. 
Fagg, who has resigned. 





ROYAL LEAVES CONFERENCE 

The National Automobile Underwrit- 
ers’ Conference has notified members 
that the Royal Exchange has signified 
its desire to retire from membership 
in the organization, effective January 
13, 1924. 





F. C. White, vice-president of the 
Hartford, was last week elected chalr- 
man of the governing committee of the 
National Automobile Underwriters’ Con 
ference. W. B. Burpee, secretary of the 
New Hampshire, was elected vice-chair’ 
man. 
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| CASUALTY AND SURETY NEWS 








Golf Damage Suit 
Causes Discussion 


cHAS. C. NADAL REVIEWS CASE 





Tells The Eastern Underwriter it Does 
Not Change Liability of Players 
for Damages 





The damage suit involving golf which 
was decided in the trial term of the 
New York Supreme Court last week, is 
peing much discussed in insurance of- 
fices because of the general tenor of 
the charge to the jury made by Justice 
Taylor. A player on the Rumson Coun- 
try Club course at Seabright, N. J., was 
struck on the head by a golf ball 
driven by a player in a match that was 
following. The player who was struck 
prought suit for $15,000 damages. No 
golf liability insurance was involved, 
but the charge to the jury by Justice 
Taylor is construed by some as putting 
great limitations on the application of 
golf liability insurance and establishing 
an important precedent. Justice Tay- 
lor is quoted as charging the jury as 
follows: 

“When a player goes on the links he 
does assume the risks of the game as 
it is played by a reasonably prudent 
and careful person. He knows that the 
best of players may make poor shots 
and that less experienced players will 
make them. 

“A player, however, does not assume 
the risk of negligent or wilful injury by 
another player. 

“In determining the degree of care to 
be observed by the driving player the 
ordinary rules of golf should be fol- 
lowed. 

“The driving player must use ordin- 
ary care not to injure the player in 
front, but the player ahead must also 
use ordinary care to avoid being in- 
jured.” 

Does Not Affect Liability 

The Eastern Underwriter submitted 
to Charles C. Nadal, vice-president of 
the Fidelity & Casualty Company, and 
chief counsel of the company, the ques- 
tion whether this case so limited the 
liability of a person engaged in playing 
golf that it would restrict the applica- 
tion and use of golf liability insurance, 
and his comments were as follows: 

“If a golfer on seeing in the news- 
paper that a judge has said in charg- 
ing a jury that a person playing golf 
assumes the hazards of the game should 
infer from this that he is immune from 
liability for injuring others or damag- 
ing property while playing the game, he 
would be in error. I have no knowl- 
edge of the case in question, except as 
ithas been reported in the newspapers, 
but I am quite sure that any golfer 
who drew any such inference would be 
relying upon a very vague and uncer- 
tain security. 

“The court’s charge states no new 
rule or application of the law of liab- 


ility. It is, of course, well settled at) 


common law that a person assumes the 
risks inherent in any occupation, sport 
or other activity in which he voluntar- 
ly engages, but it is also equally well 
settled that it is the obligation of every- 
one to use reasonable care to see that 
he does not injure others. What con- 
stitutes reasonable care and what con- 
stitutes negligence depends upon the 
“rcumstances of the given case, and 
— are usually questions for the jury. 
th '§ case does not change or limit 
pd liability of @ person for damage 
The while Playing the game of golf. 
hi a is the same now as it 
that ge the case was decided. All 
teste as been done is to decide the 
th S of the particular case, and even 
at is subject to review.” 


a 


Self-Insurers Funds 
Held to Be Taxable 


PAID CLAIMS ARE DEDUCTIBLE 





Treasury Department Rules Sums Paid 
Into Self-Insurance Fund Not 
An Expense 





Companies that set aside periodically 
amounts to make up a fund from which 
to pay compensation to injured em- 
ployees, may not deduct such sums in 
calculating their income taxes. Certain 
companies held that such sums were 
deductible based upon the accounting 
practice recognized for the deduction of 
additions to reserves for depreciation 
and bad debts, and also as in accord 
with the Treasury decision 2433. Sums 
paid on account of claims may be de- 
ducted. 

In making this new ruling the De- 
partment holds that the reserves con- 
templated by the ruling cited are those 
only which are set up to meet some 
actual liability incurred, the amount 
necessary to discharge which can not at 
the time be definitely determined, and 


do not contemplate reserves to meet 
lagses contingent upon shrinkage in 
value, losses from bad debts, capital 


investments, ete., which losses are de- 
ductible only when definitely determin- 
ed as the result of a closed or com- 
pleted transaction and are charged off. 

The ruling specifically limits the de- 
duction of amounts credited to such re- 
serves as are set up to meet some ac- 
tual liability incurred. Under the Rev- 
enue Acts of 1917 and 1918, and the 
regulations promulgated thereunder, 
the only reserves, additions to which 
are deductible, are reserves for depre- 
ciation and depletion. Under the Rev- 
enue Act of 1921, and Regulations 62, 
reasonable additions to a reserve for 
bad debts, in the discretion of the Com- 
missioner, as well as additions to re- 
serves for depreciation and depletion 
are deductible. 

The liability arising from the acci- 
dental injury of employees prior to the 
time the amount of the claim is deter- 
mined is not deemed to be capable of 
determination in approximate amount as 
in the case of liability arising from bad 
debts, or in the case of depreciation or 
depletion. The premiums charged by 
insurance companies for liability insur- 
ance, which it is stated is represented 
by the amounts paid to the trustees by 
the coal companies, do not appear to 
be even an approximate’ measure of 
the companies’ liability. 

In view of the foregoing, it is held 
that the amounts paid in the manner 
and for the purpose stated and claimed 
as a deduction do not constitute allow- 
able deductions in computing the net 
income of such companies for the years 
referred to. The injury claims actually 
paid or constituting a definite known 
liability and set up on the corporations’ 
books as such at the close of each of 
the taxable years in question constitute 
allowable deductions. 
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Revised Rates windows. These furs, however, can 


Become Effective 
BURGLARY 





SCHEDULE 


Mercantile Open Stock Situation Clears; 
New Department to Completely 
Revise Manual 


CHANGES 








new schedule for 
open stock risks became effective in 
New York City on November 26 and 
elsewhere will be effective on Decem- 
ber 1. On renewals of present busi- 
ness everywhere the new schedule will 
go into effect January 1. 

Under the schedule the rate terri- 
tory has been divided into four terri- 
tories made up as follows: Territory 
1--New York, Bronx, Richmond, Kings, 
Queens, Nassau, Suffolk, Rockland and 
Westchester counties. Territory 2— 
Erie, Niagara, Albany and Onondaga 
counties. Territory 3—Broome, Che- 
mung, Monroe, Rensselaer and Oneida 
counties. Territory 4-—balance of 
state. Instead of the affixed co-insur- 
ance percentage of 80 per cent apply- 
ing to all territory, the following per- 
centages will apply to all four terri- 


The mercantile 


tories: Territory 1—80%. ‘Territory 
2—60%. Territory 3—50%. Territory 
4—40%. Four trade groups have been 


introduced in place of three, as here- 
tofore. 

The only material alteration in the 
present open stock burglary policy 
made by the department was the elim- 
ination of coverage on furs in show 
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be covered hereafter by payment of a 
reasonable additional premium. This 
change was felt by the insurance men 
to be necessary because of the recent 
large losses in furs. In this connec- 
tion it is noted that increases were 
made in the rates for such merchan- 
dise as furs, silks, satins, cloaks, and 
suits, silk hosiery and pawn brokers’ 
stocks. 

In announcing the 
open stock burglary 
Phillips stated: 

“The net result in all the changes 
in rates has been to more accurately 
allocate the premium charge with re- 
gard to the type of merchandise cov- 
ered and the territory in which it is 
located. This reallocation of the bur- 
den has been accomplished in part by 
a reduction of co-insurance require- 
ments in the less hazardous territor- 
ies. 

“All other lines in the burglary in- 
surance field are to be studied very 
carefully, and the rates are to be re- 
vised from time to time until the com- 
mittee has made a complete and thor- 
ough revision of the entire burglary 
manual.” 

The new department now has thirty- 
one companies as members, represent- 
ing more than $20,000,000 in annual 
premiums. The present rates on bur- 
glary insurance are to be continued 
with the exception of mercantile open 
stock risks. As an aid in the co-oper- 
ation of the companies with public of- 
ficials to curb burglaries the depart- 
ment has increased discounts for pro- 
tective measures. 


schedule for 
Jesse S. 


new 
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GENERAL AGENT FOR ZURICH 

Ed Boettner, New Rochelle, N. Y., has 
been appointed regional agent for the 
Zurich General Accident & Liability. 
Mr. Boettner has been in the insurance 
business in New Rochelle for about ten 
years, having started with the New 
Rochelle Agency. 

The New York Indemnity Company 
announces the appointment of B. Frank 
Hornor as general agent at Clarksburg, 
West Virginia. Mr. Hornor conducts 
one of the leading insurance agencies 
at Clarksburg, having previously repre- 
sented the Fidelity & Casualty. 
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Fundamentals of New Cover 


(Continued from page 25) 


group of classifications present anoth- 


er type for consideration. 
In addition to the general sources 
of property damage there are other 


causes which are unique and peculiar 
eertain individual classification 
only, such as the hazard in connection 
with restaurants, elevators, signs on 
buildings, the wrecking of buildings, 
or the operation of vessels. 


Rates were definitely assigned to all 
classifications within which fthere 
might be expected a fairly uniform de- 
gree of hazard between risks. In cer- 
tain classes, it was recognized that 
there might be considerable variation 
in the property damage hazard as be- 
tween risks due to differences in actual 


to 


operations, or to the location of the 
risk with respect to adjoining prop- 
erty. Consequently definite rates 


been assigned to such class- 
inasmuch as it is felt that the indi- 
vidual risks falling in these classes 
may best be rated after special con- 
sideration of the data pertaining to 
each as brought out in the in- 
spection reports. Still another group 
of classifications are those where there 
is considerable hazard due either to 
the explosion feature or to the build- 


have not 


es 


case, 


ing collapse feature, or both. Rates 
have been established for these class- 
es, excluding coverage on the two fea- 
tures referred to, and it is possible to 
provide rates for complete coverage 
only after consideration of the degree 
of hazard involved in each case, as 
brought out in the inspection reports. 
The reason for this method of rate 


treatment was not to prohibit full cov- 
erage but simply to provide that in all 
such cases the full facts should be as 
certained by the carrier before assum- 
ing the risk. 

Basis of Premium Computation 


The basis of 
for the property 
identical with the basis 
the premiums for the corresponding 
public liability classes are based,— 
manufacturers and contractors prop- 
erty damage rates are in general on a 
payroll basis and are quoted for each 


computation 
classes is 
upon which 


premium 
damage 


$100 of payroll,owners’, landlords’, 
and tenants’ property ‘damage rates 
are quoted on an area and frontage 
basis, etc. Since P. D. I. may be writ- 
ten only when concurrent P. L. I. is 
carried in the same company, it is evi- 
dent that there will be no necessity 


for making an individual audit or in- 
spection to provide the information 
required for determining the property 
damage premium as such information 
will be reported in connection with 
the P. L. I. Of course, in certain in- 
stances it will be necessary to make 
the inspection report more complete 
than would be the 
bility only were to be covered, but the 
additional cost due to this fact should 
be relatively small. 

The rates for P. D. I. have. been 
pitched at a low level, being lower 
than the corresponding public liability 
rates for practically every classifica- 
tion. Consideration of this fact makes 


case if public lia-° 


- 


present at 
insurance should 
a proper degree 


it necessary that, for the 
least, this form of 
be undertaken with 
of caution on the part of the under- 
writer. Complete inspection reports 
should be secured on each risk, in or- 
der to satisfy the underwriter that 
there is not being exercised a selec- 
tion of business to the disadvantage 
of the carrier. Moreover, there is the 
question of underwriting property dam- 
age risks for high policy limits which 


must be dealt with in a conservative 
manner. Two tables have been pre- 
pared showing the percentages’ by 


which the manual rate for a standard 
limit of $1,000 must be increased to 
provide a rate for the excess insur- 
ance. In one of these tables the per- 
centages increase considerably faster 
than in the other, since it was recog- 
nized that in the case of certain risks 
the probability of incurring an exces- 
sive loss was much greater than in cer- 
tain other types of risks. The table of 
smaller percentages is used in the un- 
derwriting of most classes of P. D. L., 
whereas the table of higher percent- 
ages applies to certain special classes 


such as classifications where there is 
present the explosive hazard or the 


hazard of building collapse. 
probable that many of the carriers will 
resort to reinsurance to a large ex- 
tent in the writing of excess P. D. I. 


Future of Miscellaneous P. D. |. 


The future of the 
lines of P. D. I. will be determined 
largely by the demand on the part of 
the public for this form of insurance. 
In view of the low rate level at which 
most of this insurance is being offered, 
it seems reasonable to believe that it 
should not prove a difficult line to sell 
to those who already are covered for 
P. L. I. It will be necessary at first 
to educate the public further with re- 
spect to this new form of insurance, 


It is quite 
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Massachusetts Bonding and Insurance Company 





T. J. FALVEY, President 
Write For Territory 








miscellaneous’ 


but after that has been done there 
should be a fairly good demand for 
this coverage which so admirably sup- 
plements the coverage provided under 
the P. L. I. contract. Then, as this 
line of insurance develops it will be 
necessary to provide a plan for com- 
piling the experience on the various 
property damage classifications, and 
thus pave the way for scientific 
rates based upon actual statistics rath- 
er than pure judgment. 

It is realized that the beginning only 
has been made with respect to Miscel- 
laneous P. D. I. but it is felt that this 
step has been taken after most care 
ful consideration of the various prob- 


lems underlying this form of insur- 
ance. It fulfills a‘ demand for a type 
of coverage which did not exist here- 


tofore and should provide a basis on 
which the property damage lines of 
the future may be safely developed. 





NEW COMPANY ENTERS FIELD 

The Central West Casualty, of De- 
troit, Mich., has entered the casualty 
field and will write all lines. The com- 
pany was organized a year ago and 
has a capital of $1,000,000 and a surplus 
of the same amount, of which more 
than half has already been subscribed. 
The company has the advantage of an 
established agency force by the absorp- 
tion of the Michigan Automobile In- 
surance Co., of Grand Rapids, Mich., 
which company built up a premium in- 
come of over $500,000 in the last three 
years. 

The officers 
company are: 
dent; Henry J. 
president; John 
vice-president; 


of the Central West 
Hal H. Smith, presi- 
Kennedy, first vice- 
T. Winship, second 
Byron F. Everett, third 
vice-president; George E. Nichols, gen- 
eral counsel, and William M. Ames, 
secretary and treasurer, 

The advertising will be handled by 





needful for modern business survi 
the principles and practices upon 
It is a new scientific approach tod 
practical suggestions. 


received the endorsement of many 


PRICE $3.65, POSTPAID 


86 FULTON ST. 





This book will open the eyes of business men, sales managers and salesmen 
to the unlimited possibilities in their particular lines when they approach 
and study their problems properly. 


Prof. Hess has based his work upon the bed-rock principles of successful 
business as it is carried on now and will be in the future. 


writes: “If the average knight of the road would buy a copy of this book, 
spend his spare moments reading and digesting it and then go out and 
put its theories into practice, it would be difficult to say how far he might 
not go and what high goal he might not reach.” 


THE EASTERN UNDERWRITER 


7 
F. A. Christiancy, who was for Seveny 
years advertising manager for 
Standard Accident of Detroit, One 
the largest casualty companies jp the 
field. 
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Important Information 


To Executives and Brokers. 


Confidential? 





Yes, strictly go, 


That is 
employes, 


why many 
executives as 


so desirable 
well ag 
and female clerks and steno- 
graphers, us when they 
want to obtain profitable employ- 
ment. 


male 


come to 


It is also the reason why so many 
employers place confidential mat- 


ters in our hands. 


This efficient service 
and our experience in filling thous- 
ands of important positions, in New 
York 
ble for the extraordinary success of 
this bureau, YOUR bureau. 


confidence, 


and elsewhere, are responsi- 


This confidence is your assurance 
of getting capable and carefully se- 
lected employes thru this 
saving bureau. 


time- 


Cost? Only your confidence, 
‘POSITION SECURING BUREAU 


(More than an agency) 


G. L. Stone K. M. Wehinger 


Formerly Employment 
National Surety and 


Managers 
Aetna Cos. 


206 Broadway, New York 
{ Cortlandt 7850 

















« A Complete Short Course 
in Selling from a New 
Ansgle----The Twentieth 
Century Answer to All 
Sales Problems. 





CREATIVE . 
SALESMANSHIP 


By HERBERT W. HESS, Ph.D. 


University of Pennsylvania 
Author of 
PRODUCTIVE ADVERTISING 


Illustrated. 339 Pages. 


It defines the human processes 
and brings together in one volume 
ich successful selling must be built. 
1 distribution problems. Filled with 


It has already 


business men, The Buffalo Commercial 


Send Your Orders At Once to 


NEW YORK 
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Points on Selling 
Accident Coverage 


gTRESSING WEEKLY INDEMNITY 








Large Insurer Apt Not to Be Strongly 
Interested in Principal Sum 
Features 





Men who carry large amounts of in- 
surance are not apt to be interested in 
the principal sum feature of accident 
policies and the easiest approach for 
the accident and health insurance 
galesman will be through the weekly 
indemnity features. In discussing the 
gelling of accident insurance before a 
conference of field representatives of 
the Columbian National Life recently. 
H. B. Fowler of the accident department 
of the company made the following 
points: 

Do not make the mistake of present- 
ing too small a proposition. You can- 
not expect $25 weekly indemnity to in- 
terest a man earning $100 or more. 
Many agents are successful in closing 
a case by showing the indemnity by 
the year. For instance, instead of talk- 
ing $100 per week, use $5,200 per year 
and show the prospect that this is 5.2 
per cent interest on $100,000. Ask him 
how he would like to have behind him 
guch a fund to call upon in case of ac- 
cident, then show him that he can hire 
the use of that fund for $72 per year, 
the premium for $100 weekly indemnity 
form 60, Triple Weekly Income policy. 

When soliciting the business men we 
suggest that you make more use of the 
one or two weeks elimination. Many 
prospects feel that they have never had 
an accident that ever laid them up for 
more than a few days or a week, and 
therefore do not feel the need of acci- 
dent insurance. They will listen to you 
when you show the 15% or 25% reduc- 
tion in the premium and they realize 
that they may some day have a real dis- 


abling injury that will lay them up for 
weeks or months. 

Our policies complete the protection 
of life insurance and in many cases 
have helped a man to save his life in- 
surance by furnishing the wherewithal 
to pay the premium during a period of 
disability. 

Do not use too technical words in 
explaining your policy. Use the plain- 
est language that the prospect may un- 
derstand just what he is buying. It is 
not necessary to explain in detail each 
section of the policy at the time of sale. 
Save this until you see him to deliver 
the policy. That is the time to go over 
the matter in detail and he is then 
pleased to find there is even more in 
the contract than he expected. One 
of the most successful agents in New 
York told me once that he did not know 
what was in a policy, and did not care 
as long as it gave full protection. He 
sold the need of protection, not the 
policy. 


Getting Correct Classification 


All claims are not payable as _ pre- 
sented. Many people who have had ex- 
perience with liability and automobile 
claims feel that they must ask for much 
more than they are entitled to in order 
to receive somewhere near what is their 
just due on the claim. Therefore every 
claim should be looked into most care- 
fully before the insured is asked to 
complete the proof of loss. The time to 
adjust claims is before the proof of 
loss is completed. 

Of course, in life insurance they can- 
not have all they are willing to pay for 
as their earning power and worth has 
a direct bearing on the amount of life 
insurance the company will issue. In 
all forms of insurance a man is insuring 
a stated thing, his property, his life, 
or in accident and health insurance the 
value of his time. We cannot over- 
insure it, because obviously the moral 
hazard enters that if a man can collect 
more for remaining away from _ his 
work, while he can show any medical 


“My Bank is Held 
Responsible for Loss” 


AGENT ANSWERS OBJECTIONS 





Necessary to Prove Bank Liable in 
Check Forgery Cases in Court at 
Large Expense 





An agent in soliciting forgery insur- 
ance is frequently met with the ques- 
tion of whether the bank is responsi- 
ble if losses occur and if the bank 
would have to pay. The general feel- 


ing on the part of the public is that 
the bank is responsible. The aver 








reason for so doing, than he can by 
working if he was in shape to return 
to work, he has not the incentive to get 
back to his. occupation. 


About describing the duties of a 
man’s’ occupation. It is becoming 
clearer all the time, now that so-called 
double indemnity clauses have been put 
into life policies, that the duties must 
be described more in detail. This is 
most important in accident insurance as 
the rate is based wholly upon what 
duties a man performs. Refer to the 
classification manual and follow the ex- 
act wording whenever possible. Do not 
try to force an applicant into too low 
a classification as it may result in com- 
plications when a claim arises. 


It is much better for a policyholder 
to pay a little more and be fully pro- 
tected than to try to pay a lower rate 
and be disappointed when he has a 
claim. Where a man has various du- 
ties, the most hazardous should govern 
the rate. Do not write and say that the 
applicant only performs these more haz- 
ardous duties occasionally, and is will- 
ing to sign a pro-rating rider reducing 
the indemnity if he is injured while 
performing such duties. 


age agent, according to Clifford S. 
Cooley, special agent of the forgery 
insurance department of the New 
York office of the Maryland Casualty, 
is stumped with this question and of- 
fers a few suggestions as an aid to 
the agent in overcoming the objection. 

“Banks are legally liable in forgery 
cases but not till it is proven in court 
of law that a forgery exists and twelve 
men in a jury box have given judg- 
ment against the bank. Even then, 
one is not certain of receiving em- 
bursement, for the law requires them, 
in drawing their checks, to exercise 
due care, and the bank, in cashing it, 
due diligence. Just what constitutes 
due care and due diligence is a ques- 
tion that no one knows. 

“When a loss occurs, the bank can, 
under a wide variety of conditions, 
deny responsibility, and if it does, lit- 
igation of the particular circumstances 
of that case alone can fix responsibil- 
ity. Every individual case presents 
separate problems which in a court 
allow a wide scope for argument, dis- 
agreement, delay and expense, regard- 
less of the final outcome. A suit with 
one’s bank is decidedly uncertain as 
well as unpleasant and expensive, so 
expensive in fact that even though one 
sues their bank and wins, they have 
lost, for it will cost more in actual 
cash to win the suit than the premium 
on forgery insurance for many many 
years. 

“One may be reposing in the com- 
forting belief that their bank would 
pay them because of their friendly re- 
lations and their large balances. If 
so, they are only deceiving themselves. 
On a small amount they probably 
would, but in the case of substantial 
sums, actual experience has conclu- 
sively proven that they will not pay 
without suit.” 























The rapidity of the establishment of the 


INDEPENDENCE INDEMNITY COMPANY 


has been a surprise even to its Organizers and Directors. 


Head Office: Philadelphia 
CHARLES H. HOLLAND, President 


CASUALTY 


Its Capital and Surplus of $3,000,000 were paid in in cash directly 
the Company’s Charter was granted in November, 1922. 


It had a complete chain of experienced Claim Adjusters appointed in every important 
center of the United States, before it wrote a single premium, early in 1923. 


It attracted to its service a group of Underwriters and Department Heads which was 
described by one of the leading insurance journals in December, 1922, as “A corps of 
recognized experts.” 


It is represented, as their sole casualty and surety company, by many of the most promi- 
nent and largest-producing agents in the Country—men who have LIVED WITH Insur- 
ance and who KNOW that they must give their clients the best. 


It is officered by men who were selected because of their established suc- 
cess as insurance executives. These are some of the reasons why the 
INDEPENDENCE INDEMNITY COMPANY has broken and will continue 
to break all records of success in the history of the business (it has writ- 
ten more than $2,000,000 of premiums in its first few months). 


Another reason is: 


This Company Maintains HUMAN RELATIONS 
With Its Agents, Brokers and Policyholders 


SURETY 
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NEW COMPANY UNDER WAY 
J. H. Wood Heads American General 
Indemnity of St. Louis; J. B. Mc- 
Cutchan is Vice-President 

The American General Indemnity 
Corp., recently organized in St. Louis, 
opened its general offices in St. Louis 
November 19, and is writing general 
casualty lines including health and ace 
cident, employers liability, automobile, 
plate glass, fidelity and surety. John 
H Wood, president of the Culver 
Stockton College, of Canton, Mo., is 
president of the new casualty Company, 
while Jerome B. McCutchan, formerly 
president of the Indemnity Company 
of America is vice-president. 

John L. MecNatt, formerly secretary 
of the Indemnity Company of America, 
is secretary and with Mr. McCutchan 
will be in direct personal charge of its 
offices and sales organization. G. C. 
Hill, treasurer of the Super-Six Oil 
Company of Ottawa, Kan., will hold the 
same position with the indemnity or- 
ganization. 

The directors are: Edward Parsons, 
Ottawa, Kas.; Hank Rothwell, St. 
Louis; H. W. Jenkins, Roy T. Myers, 
Gorn, Mo.; and O. A. Myers, Chillicothe, 
Mo. The new indemnity company has 
a cupitalization of $250,000 with a sur- 
plus of $261,266. 


RATE CHANGE APPLICATIONS 





New Amendment And Rules Adopted 
By Compensation Inspection 
Rating Board 





The Classification and Rating Com- 
mittee of the Compensation Inspection 
Rating Board, of New York, has added 
the following rule to the New. York 
rules and procedure, effective Novem- 
ber 20: No applications to change 
rates on the ground that the risk has 
not been properly classified shall be 
considered by the Board unless such 
applications are filed directly with the 
Board by the assured or his represen 
tatives or the carrier during the term 
of the policy and any extension thereof, 
or within twelve months after the ex 
piration of such policy. 

The committee has amended the see 
ond paragraph of Rule 17 of the New 
York rules and procedure to read: 
Compensation insurance policies shall 
not be written or issued for a term in 
excess of one year. Note: Policy writ- 
ten for a short term may be extended 
by endorsement but not beyond a _ pe- 
riod of one year from the original ef- 
fective date. 

The committee has also inserted the 
following rule in the experience plan: 
Applications to include or exclude expe- 
rience data while the risk was operat- 
ing under different ownership and con 
trol shall not be considered by the 
Board unless such applications are filed 
directly with the Board by the assured 
or his representatives or the carrier 
during the term of the policy and any 
extension thereof, or within twelve 
months after the expiration of such 
policy. 





NEW BEDFORD APPOINTMENT 

The New York Indemnity Company 
announces the appointment of Joseph 
C. Lardner as general agent at New 
Bedford, Mass. 

Mr. Lardner conducts one of the old- 
est and best known insurance offices in 
New Bedford and in addition to produc- 
ing a very substantial volume of Cas- 
ualty premiums, also conducts a general 
insurance business. Mr. Lardner form- 
erly represented the Columbia Casualty 
Company. ‘ 





APPOINT GENERAL AGENTS 

The New York Indemnity has ap- 
pointed the following general agents: 
Rankin & Rankin, Zanesville, Ohio; 
Oppenheimer Brothers, Kansas City, 
Mo.; and the Ashton Insurance Agency, 
also of Kansas City. : 


MARYLAND PROMOTIONS 





S. M. Ward, Jr., and W. L. Francis 
Get Recognition For Faithful 
Service 





Stanley M. Ward, Jr., underwriter of 
the boiler, engine and electric machin- 
ery lines of the Maryland Casualty has 
been made superintendent of these de- 
partments, and W. L. Francis, under- 
writer for sprinkler leakage and water 
damage lines, has been made superin- 
tendent of these departments. 

Mr. Ward started as office boy in the 
inspection division in 1902, after finish- 
ing his course at the Polytechnic Insti 
tute of Baltimore. He continued his 
technical and business education by 
night courses in business accounting 
and correspondence courses in mech- 
anical engineering and business psy- 
chology. 

Mr. Francis cast his lot with the com- 
pany in 1908 as clerk in the treas- 
urer’s division where he remained for 
over a year and was then transferred 
to the sprinkler department as corre- 
spondent and in a clerical capacity. He 
was later appointed assistant to the 
manager of the department. When the 
sprinkler department was combined in 
1913 with the boiler division, he was 
placed in charge of the sprinkler and 
water damage underwriting under Mr. 
Rausch. 

Mr. Francis is a native Baltimorean, 
but lived in Chicago for five years dur- 
ing which period he finished his educa- 
tion at the Eugene Field School. 





TO BROADCAST SURETYSHIP 
Jarvis W. Mason, Vice-President of 
American Surety, To Talk From 
WEAF Next Month 
Jarvis W. Mason, vice-president of 
the American Surety, commencing Dec- 
ember 4, will give a series of ten ad- 
dresses on subjects relating to surety- 
ship over the radio from WEAF, the 
broadcasting station of the American 
Telephone & Telegraph Co., New York. 
Each talk will commence at eight-ten 
in the evening on every Tuesday up to 
February 19. The. schedule of his 

talks follows: 

Dec. 4, Early History of Suretyship; 
Dec. 11, Corporate Suretyship and a 
Brief History of its Development; Dee. 
18, The Fidelity Bond; Jan. 8, Fiduciary 
Suretyship; Jan. 15, Official Bonds; 
Jan, 22, Contract Bonds; Jan. 29, Court 
Bonds; Feb. 5, License, Franchise and 
Permit Bonds; Feb. 12, Miscellaneous 
Bonds; Feb. 19, Theft Insurance. 





F.M. SPORRER KILLED 

I. M. Sporrer, superintendent of the 
burglary department of the United 
States Fidelity & Guaranty at Balti- 
more, and his wife, were killed in an 
automobile accident near Baltimore. 
Mr. Sporrer was well known among 
burglary underwriters. He commenced 
his insurance career with the United 
States F. & G. and, subsequently, was 
with the Aetna Indemnity, the National 
Surety, the American Bonding, of Bal- 
timore, the Fidelity & Deposit, the New 
England Casualty and the National 
Fidelity & Casualty. The funeral was 
held Wednesday. 





SUCCEEDS W. E. HAINES 

D. W. Crane has been elected secre- 
tary of the Ohio Farmers to succeed 
W. E. Haines, resigned, who held that 
office for fifteen years. Mr. Crane has 
been an assistant secretary. His rise 
has been rapid since joining the Ohio 
Farmers organization in July, 1922. He 
was a special agent in Ohio. In July, 
1923, he was made assistant secretary. 
Mr. Haines continues with the company 
as actuary. 





Right To Confiscate Cars 
The California Supreme Court has 
decided that police courts and justices 
have not the right of confiscation of 
automobiles and cannot order their con- 
fiscation in cases involving the trans- 
portation of liquor. 


— none 











ON 
THANKSGIVING 


There are lots of folks 
Who are thankful 


That they haven’t had occasion 
To use their casualty insurance. 


And others are thankful 
That they had it 
When they needed it. 


And some Companies 
Are also thankful 


That when they drew losses 

On some of those useful policies 
They had REINSURANCE 

With Employers Indemnity 


Of Kansas City, 


Because some of them did 
And we stood part of the loss 


Which is our business 


In the Casualty Insurance field. 


Employers 


Indemnity Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 


CHICAGO 


Insurance Exchange 
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NEW YORK 
50 Pine Street 
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HARTFORD 
FIRE INSURANCE 
COMPANY 
Hartford, Conn. 
Gentlemen 

1 own (manage) a... acre farm. 


Ple. ee ‘opy of y 


ntory book—“MY PROP: ER Ty 


Name... 


Address 














jose 


If you have failed to take an inventory of the 
property on your farm and have a serious fire 
you will probably forget to make claim for 
many items that have been destroyed. 

Send today for the Hartford free inventory 
book, “My Property”. It will help you make 
the proper record on which to base a sound 
insurance policy and will prevent you from 
forgetting valuable articles should you ever 


make a claim for a loss. 


Hartford, Conn. 


Mail this Coupon 





some hing 
> t forgot 


HARTFORD FIRE INSURANCE CO. 


for the eeahar Carts FREE 


—, 


How the Hartford 
Helps Its Agents 


Advertising that goes out and does a 
day’s work--that is one of the sales helps 
that agents of the Hartford Fire Insurance 
Company will get in 1924. 


Messages to the farmer in a language the 
farmer understands; an offer of service that 
is backed up by a DELIVERY of service; 


active and close-knit cooperation in follow- 





ing up leads and closing sales—these are some 
of the things that will help Hartford agents 
sell insurance on farm property. 


Every Hartford agent can use Hartford 
service to help sell HIS service. Every Hart- 
ford agent has at his command a corps of 
trained men, men who know engineering 











problems, who know rates and forms, men 
who know advertising. If you want to 
learn more about Hartford help, write to 
Advertising Headquarters. 


HARTFORD FIRE INSURANCE CO. 


HARTFORD, CONN. 


The Hartford Fire Insurance Co. and the Hartford Accident and Indemnity Co. 
write practically every form of insurance except life. 


Eastern Department and Southern Department 
Home Office W. R. PRESCOTT, Gen’! Agent 
HARTFORD FIRE INSURANCE CO. Trust Co. of Georgia Bldg. 
Hartford, Connecticut ATLANTA, GA. 
Western Department Pacific Department 
A. G. DUGAN, Gen’! Agent DIXWELL HEWITT, Gen’! Agent i 


39 So. La Salle Street, Chicago, Ill. Hartford Bldg., San Francisco, Cal, 


&. 
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